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NE OF A SERIES OF 


The following message from a wholesaler who 
distributes Osborn Paint and Varnish Brushes 
and other kinds of Osborn Brushes indicates 
that the complete line provides mutual 
advantages to wholesalers and their dealers. 


M/ 


T pays to concentrate. That's 


what we have found in the 
sale of brushes. Some years ago 
we stocked several brands of 
brushes .. . all good ones to be 
sure. | hen we decided to handle 
the Osborn line exclusively 
and concentrate all our efforts 
on this well-known brand. 


As a result, we find that our 
salesmen have become more 
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efficient. They know all the merits of the 
brushes they sell, instead of a few scat- 
tering facts about a variety of brands. 


Our sales have steadily increased. 
We have found that when it comes to 
brushes, it pays to concentrate... 


W. W. CONDE HARDWARE COMPANY 


WATERTOWN, N. Y. 


IY, 


Whether YOU are a wholesaler or a 
dealer, YOU, too, can simplify your 
brush business quicken your 
turnover .... and increase your profits 
by concentrating on Osborn Brushes. 


THE OSBORN MANUFACTURING COMPANY 


5401 Hamilton Avenue - 
Sales Offices: New York - 


Cleveland, Ohio 
Detroit - Chicago - San Francisco 
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Just AMONG OURSELVES 


Whittling— 

A manufacturing executive 
whose firm distributes its products 
almost entirely through wholesale 
hardware channels writes us as 
follows: “I have read with inter- 
est your June 6 issue of Harp- 
waRE ACE and the story on the 
Whittling Revival. When I first 
glanced at this story I thought it 
might refer to an entirely different 
subject than a plan to stimulate 
the sale of pocket knives, as it has 
seemed to me that during recent 
months the hardware jobbing in- 
dustry has resorted to every pos- 
sible strategy of whittling known 
to man. It might be a good idea 
to suggest that the jobbers’ buyers 
take up the art of whittling with 
a pocket knife instead of a type- 
writer and a telephone, because if 
every buyer who wants an extra 
discount, to take care of extra dis- 
counts which his company is mak- 
ing to retailers, would use a 
pocket knife, there would be an 
immediate demand.” It is a good 
idea and we recommend it, with 
this exception—if the “whittling” 
of prices is premised on a co- 
operative manufacturer,’ whole- 
saler and retailer campaign to ac- 
tually meet a specific competition 
for consumer business and the 
competition is really met and the 
reduced margin shared by all 
three factors, the “whittling” is a 
worthy effort. 


Worse Than That— 


Every wholesaler with whom I 
have discussed “putting the re- 
tailer into competition” comes 
back at me with evidence that too 
many retailers won’t meet compet- 
itive prices when in position to do 
so. They try to retain the extra 
margin, which, of course, defeats 
the purpose of the better discount 
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By CHARLES J. HEALE 
Editor, Hardware Age 


and completely fails to help solve 
the competitive problem. I know 
this to be too true. I have seen it 
a great many times in a great 
many places. Such tactics are not 
only unethical and unfair but 
thoroughly stupid ‘and bad _ busi- 
ness. This is particularly discour- 
aging when the offending retailers 
have been most eloquent and ar- 
ticulate in demanding better prices 
to meet existing competition. In 
recent months some wholesalers 
have been playing the same game. 


Chiseling— 


During the past month, promi- 
nent manufacturers have shown 
me photostatic evidence that sev- 
eral wholesalers are guilty of the 
very offenses charged so fre- 
quently against retailers when- 
ever “meeting competition” is 
discussed. These wholesalers, 
through their buyers, have first 
pleaded for, then demanded extra 
discounts to meet local competi- 
tive situations faced by their re- 
tailer-customers. In the belief 
that these wholesalers were truly 
putting their dealers “in competi- 
tion,” a temporary extra was al- 
lowed by these manufacturers. 
Their lines include both seasonal 
and staple goods. Complaining 
letters from dealers, in the terri- 
tories served by these jobbers, 
were received by the manufactur- 
ers. This led to an investigation 
which proved that these whole- 
salers were retaining, in its en- 
tirety, the extra discount and were 
not passing the savings along to 
retailers—the basis on which the 
extra was allowed. This is not 
“whittling,” it is “chiseling.” 


As a Result— 


One of these manufacturers is 
dropping such wholesalers with- 


out ceremony or discussion. An- 
other intends to place the evidence 
before the higher executives of 
each wholesale firm. All of these 
manufacturers, and others who 
learn of this deceit, will now look 
with suspicion on future pleas 
and/or demands for extra dis- 
counts to help dealers meet com- 
petition. They will scrutinize very 
carefully each request and will 
probably feel that they are forced 
to trace the resale prices when- 
ever an extra is allowed on this 
basis. As a result, the overwhelm- 
ing majority of jobbers who are 
honestly, sincerely and actively 
striving to put their dealers “in 
competition” may be penalized or 
at least subjected to unwarranted 
delays—all of which is grossly 
unfair to both wholesalers and re- 
tailers. It may tend to impede the 
progress of the hardware trade in 
its desperate struggle to be com- 
petitive—a struggle which has 
progressed altogether too slowly. 
There is no room for chiselers in 
the hardware business. It is just 
as important for manufacturers to 
scrutinize the resale policies of 
wholesalers as it is for whole- 
salers to consider the sales pol- 
icies of producers. It is a two-way 
obligation which cannot be dodged 
by either party, if the retail hard- 
ware business is to remain in the 
distribution picture, an essential 
if hardware wholesalers and man- 
ufacturers are to survive them- 
selves. 


“Labor Relations’ — 


Hardware wholesalers and re- 
tailers have been strangely indif- 
ferent about the possibility of 
unionization among their respec- 
tive employee groups. They do 
not seem to sense the urgency of 
being prepared to maintain an 
equitable position as employers 


19 








should organized labor enter their 
picture. They seem to think (or 
hope) that the organized labor 
movement is concerned only with 
industrial or producing fields. 
This is not so. Under the late 
NRA, the trend toward retail 
unionization made definite prog- 
ress. So far, the first organized 
hardware dealer effort to consider 
and plan to study this problem 
comes from the Brooklyn Hard- 
ware Association in Brooklyn, 
N. Y. This group has formed a 
“labor relations committee” with 
a competent attorney as chairman. 
Congratulations to president Mar- 
tin Tarzian. His group will be 
ready. Other groups may wish 
they were ready—and in the not 
too distant future. There never 
. was a time when American busi- 
ness faced so many alarming legis- 
lative threats as at the present 
time. Due either to an inflated 
“social consciousness” or the fear 
of losing reelection votes the Ad- 
ministration and the Congress are 
saturated with a pro-labor complex 
which seems to have no limita- 
tions. Nor does Washington seem 
to have retained any discretion in 
the matter of costs and where 
costs are to be compensated. Each 
new day seems to bring a new 
social reform legislative dream, 
some of which may prove uncon- 
stitutional. These may be in- 
tended to focus interest on consti- 
tutional amendments as a theme 
song for the next major political 
campaign. The Wagner Bill has 
such earmarks. 


Wagner Bill— 
This one-sided and probably 


unconstitutional legislation will 
not even serve the best permanent 
interests of organized labor in 
whose behalf it was sponsored. It 
invites mushroom growth of labor 
locals established by professional 
agitators whose only motive is 
personal and private gain. If up- 
held by the Supreme Court, which 
I doubt, there would be wide- 
spread high-pressure organizing of 
workers in an affiliation which 
should be entirely voluntary. 
Even the best intended officials of 
the American Federation of Labor 
would be powerless to cope with 
the racket element which might 
quickly seize upon this law as a 
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means for plunder. Such devel- 
opments will not reflect credit nor 
build prestige for A.F.L. To some 
extent this problem presented it- 
self during the life of the late NRA 
and its notorious 7a clause. The 
Wagner Bill admits of no wrong 
on the part of labor in a dispute. 
All punitive action is directed 
solely against the employer. No 
consideration is provided for a 
study of costs by industry, nor of 
available or potential markets. 
The Wagner Bill ruthlessly dis- 
criminates against an important 
group of citizens and taxpayers. 
If taken literally it gives employ- 
ers no rights other than to take 
punishment in a labor dispute. 
Any legislation or plan which 
does not admit of basic com- 
promise, giving both sides in a 
dispute an equal footing in the 
eyes of the law, cannot succeed 
very long. It seems impossible to 
believe that the Supreme Court 
will permit this law to continue. 
As a vote getter, a play for the 
gallery and a probable source of 
even more bitter labor disputes, 
with strikes and violence, this 
legislation takes front rank. 


Class Prejudice— 


If sustained or if final decision 
is delayed, the Wagner Bill may 
become a dangerous drawback in 
our recovery progress, because its 
basic appeal is to class prejudice. 
No intelligent man denies that or- 
ganized labor has contributed rich- 
ly to the progress of this country 
by forcing better working ‘condi- 
tions, better wages, and better liv- 
ing standards. All of these are 
vital factors in prolonging the 
span of life and in creating the 
purchasing power needed for sus- 
tained prosperity in this country. 
Fair wages mean good busi- 
ness. These are fundamentals 
generally recognized. History 
gives us the facts about sweat shop 
conditions, downtrodden workers 
and grossly unfair employers. 
Today in most industries progress 
has been made toward correcting 
such evils. Eloquent evidence of 
this is shown in the response of 
“big business” itself immediately 
following the collapse of NRA. 
Entire industries and groups with- 
in industries voluntarily agreed to 
maintain wages and hours stand- 


ards provided in the now defunct 
codes. There was not a rush to 
hammer down wages and boost up 
working hours. Isolated cases 
were broadcast from the house- 
tops. But most business men 
know that reduced wages mean 
poor business and so selfishly (if 
not for humane reasons) they are 
anxious to protect and even im- 
prove existing living standards. 
An element of very bitter partisan 
politics and class prejudice is 
coloring our current national pic- 
ture and legislative experiments 
at a time when we as a nation can 
ill afford such a cleavage among 
our citizens. The Wagner Bill is 
outstandingly typical of such de- 
velopment. 


*““MoreAbundantLife’”— 


The desire for a “more abun- 
dant life” is inherent in all of us. 
If it were not so there would be 
no progress. A more equitable 
distribution of wealth is a proper 
goal. But such a plan which 
would penalize accomplishment, 
ingenuity, industry, integrity, 
thrift, ambition and even reason- 
able acquisition robs men of their 
basic incentive to be useful and to 
produce further national and per- 
sonal wealth. Our bitter experi- 
ences with relief funds, efforts to 
artificially create work, and the 
staggering costs of their adminis- 
tration eloquently prove this to be 
so. It is a “buck passing” type 
of philosophy to hope that “soak 
the rich” and laws which encour- 
age a more arrogant organized 
labor body will lead to a better 
distribution of wealth or the more 
abundant life. It would be far 
more sane to pursue further un- 
employment insurance; old age 
pension plans; a further develop- 
ment of the housing campaign 
and labor laws which would be 
equitable to both employer and 
employee developing among all 
citizens a practical, coordinated 
useful harmony. Each decade wit- 
nesses marked improvement in our 
living standards, with more lux- 
uries becoming available and ac- 
cessible to more people every 
year. That is the true program 
seeking a better distribution of 
wealth and the more abundant 
life. It is the result of hard work 
for which there is no legislative 
substitute nor short cut. 
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Hardware Curiosities 


By ROBERT PILGRIM 



































THE ‘SPORK., RECENTLY PUT ON THE 

“ENGLISH MARKET BY AN EDINBURGH, 

SCOMAND INVENTOR, COMBINES THE 

FEATURES OF BOTH SPOON AND FORK. 

17/5 ESPEQIALLY ADAPTED FOR LSE 
IN EATING PEAS 
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A PAIR OF PLIERS, MADE BY MATMAS KLEIN AND SONS, OF. 
CHICAGO, ILL.,LAV BURIED LINDERGROUND FOR 20 YEARS, BUT s iy 
WHEN CLEANED AND QUED PROVED AS GOOD AS NEW! A g 
TELEPHONE CREW, REPLACING QLD POSTS NEAR CHICAGO, IN 1934, 
FOUND A AUR OF KLEIN PLIERS INA POST HOLE, WHERE THEY 
HAD EVIDENTLY BEEN DROPPED WHEN THE POLE WAS ERECTEP 
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Sherlock Holmes in 
The Credit Department .. 


By JOHN T. BARTLETT 


Co-Author, Retail Credit Practice, 

Credit Department Salesmanship, and 

Methods of Instalment Selling and 
Collection 


Sie om th HOLMES should 
be on the payroll of every 
instalment store! 

If the credit department is pru- 
dent in rejecting the applications 
of “floaters,” and obviously un- 
stable applicants, skips will be 
small in number—but there will 
still be some. And when a cus- 
tomer is found “missing,” just 
one kind of skill is demanded, and 
that is detective skill. The credit 
man becomes a sleuth, using the 
methods and the psychology of 
detectives. 

Sherlock Holmes, who began 


his extraordinary adventures in 


the 90’s, used the telegraph much. 
During his years, the telephone 
was an instrument of limited use. 
Although the 1935 hardware store 
credit man will turn now and then 
to telegrams, his principal reli- 
ance will be the telephone. -It 
should be his first thought when 
a customer skips; first, because 
it is fast, convenient, inexpensive; 
second, because it is a ready-made 
accessory to the decoy approach. 
Suppose that the skip is named 
James Stevens, and his old address 


—which he has “sloughed” as a ~ 


snake sheds skin, is 1609 Orchard 
Street. By trade, he is a sheet 
metal worker. 


Without leaving his desk, Sher- 


lock Holmes calls other telephones 
in the block — neighbors of 
Stevens. And our Holmes, like 
the Holmes of A. Conan Doyle, 
is not troubled with split-hairs of 
ethics. Boldly, he introduces him- 
self as a shop foreman—he has a 
job for Stevens. He uses the same 
decoy appeal as he contacts the 
labor union to which Stevens be- 
longed, the secretary of the radi- 
cal political group of which the 
missing man was a member. On 
the theory some may be relatives, 
he goes down the list of Stevens 
listed in the telephone directory. 

If he learns that Stevens has 
gone to work in another town, he 
puts in a call by long distance. 
If long distance doesn’t locate, the 
report charge is reasonable. If 
he is given direct contact with the 

(Continued on page 64) 


How Credit Stores Locate Skips—Telephone Methods— 
Decoy Schemes—Information Sources of Many Kinds 
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“Man Is Born Unto Trouble as the 
Sparks Fly Upward’ 


By SAUNDERS NORVELL 


r JHE warring factions and the 
currents and _ counter-cur- 
rents in Washington lead 

one to think that never before has 
the world been in such a mess as 
at the present time. Probably we 
read too much about it, and are 
too close to it. What we need is 
a good, long outside view. With 
a smile and a twinkle of the eye, 
I might add that a lot of the con- 
fusion is due to the newspapers, 
and to those in public life and out 
of it who are publicity seekers— 
never happy unless their pictures 
and their views are on the front 
page of the papers. 

The other day someone told me 
the story of two little countries 
that went to war. As long as the 
war was written up regularly in 
the papers they kept on fighting, 
but the newspaper men got tired 
of the “tempest in a teapot,” and 
packed up and left. Then the 
fighting having no audience and 
no publicity, both countries de- 
cided to stop, because to risk lives 
without publicity was not worth- 
while. So, because of lack of 
publicity, a war was ended. How 
like children we, who think we 
are grown-ups, are! Did you ever 
see children showing off? Just 
as soon as you stop paying atten- 
tion to them, they become weary 
of the game and stop. 

What is the real issue in this 
country today? Boiling it all 
down, it is simply a question of 
whether the big corporations will 
run the country, or the country 
will run the big corporations. As 
an old friend of mine was wont 
to say: “That is all there are to it.” 

What is the real trouble with 
the Senate and the House of 
Representatives? Most of them 
wish to be reelected. They are 
thinking about votes. If Senators 
and Congressmen were elected for 
life, what a difference there would 
be. Suppose the Supreme Court 
had to be elected every four years. 
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What kind of decisions do you 
suppose we would have? When a 
man is appointed to the Supreme 
Court he has a life job. He can’t 
be fired. His soul is his own. He 
can say what he thinks. 

In England you can’t fire a 
member of the House of Lords. 
Of course, you can put his party 
out of power in an election and 
then the party in power can grab 
the important jobs. Wouldn't 
it be interesting if some day 
one-third of the Senators and 
one-third of the House of 
Representatives were appointed 
for life. These “lifers,” I be- 
lieve, would have a steadying in- 
fluence. They would not worry 
about lobbies and special inter- 
ests. It might even be a good idea 
to have the President of the 
United States elected for life. 
Our Presidents don’t live long 
anyhow. Only the widows of the 
Presidents seem to have a firm 
grip on life. I think now we have 
five living widows of former 
Presidents of the United States, 
and only one living ex-President. 


Leadership Needed 


What is needed in the Senate 
and the House? Just one thing. 
Leadership! Personally I am not 
an admirer of Huey Long. But 
at least he is a leader. Suppose 
he were the right kind of a leader. 
What a force he would be. But 
wait. Many a statesman who has 
become great in the world’s esti- 
mation started out a mountebank. 
They first had to attract attention 
to themselves. 

As I sat on the lawn of one of 
our great country clubs the other 
day, I watched those who were 
giving large dinners and buying 
wine, and saw well-dressed women 
wearing pearls and diamonds. It 
occurred to me we should not be 
too hard on these big corporations 
that are paying large salaries to 
their executives. Today these 


boys are doing the spending. 
Bankers don’t spend any more. 
Wall Street operators don’t spend 
any more. These former shining 
lights and playboys are now liv- 
ing the simple life. I checked 
over the spenders at this club. 
The boys who had the bucket of 
ice and the cold bottle at their 
feet were mainly the vice-presi- 
dents of successful corporations. 

The era of the various spenders 
comes and goes. For quite a 
while here in New York we had 
the era of the Wall Street man, 
the era of the banker, the era of 
the bootlegger, the era of the ward 
politician. But the glory of most 
of them has departed. Now we 
are living in the era of the cor- 
poration vice-president, and say, 
boys and girls, we certainly need 
him! Without him our business 
clubs, country clubs and yacht 
clubs would be having a hard 
time of it. 

Don’t you love a silly story? 
Here’s one. It was reported that 
at one time in her career, Molly 
flapped flapjacks in a restaurant. 
But she married Bill just as he 
got into the automobile game, and 
in time had not only her town 
house, but her country place, and 
a yacht too. They joined the 
country club, and Molly became 
a member of one of the various 
bridge clubs connected with it. 
Now Molly was a fine woman, 
although her education was not 
the best. She knew her limita- 
tions, but resolved to show those 
women at the club that she was 
just as good as they were, and 
could keep up with the best of 
them. She wouldn’t take a back 
seat for anybody. So, the first 
day the bridge club met, Molly 
sailed in, all dressed up, and was 
the last one to reach her table. 
The cards had already been dealt 
when Molly sat down. After 
greeting everybody, Molly took 
her lorgnette out, looked around 
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and inquired breezily, “Whom 
dealt?” 

Most of us think the world is all 
at odds and ends. We live more 
or less in fear of the future. Has 
it ever occurred to you that prob- 
ably not being too sure of the 
future is a good thing? Robert 
Louis Stevenson on his dying bed 
advised us to live dangerously. 
He said a safe life was hardly 
worth living. Arnold Bennett, in 
one of his books, “The Human 
Machine,” advised us to live very 
economically, save up our money 
until we have a year’s salary ahead 
of us in the bank, and then we 
can be independent. We will not 
have to hang on to our jobs for 
dear life, and need not take too 
much “guff’ from anyone. If it 
didn’t take Arnold so long to tell 
it, his book on the human machine 
is well worth reading. It has 
some excellent ideas, but, of 
course, only old people will read 
it, and when they read it it is 
too late to do anything about the 
machine. 


Exploration 


Last night, being tired of study- 
ing the adjectives used in “Time” 
and tired of the Sunday papers 
and all the illustrations, I picked 
up a book that happened to be 
on my table. The title was, I 
think, “Explorers of the World.” 
This book was just chock full of 
information. It had illustrations 
of all the ships used in explora- 
tion, from the time of the Vikings 
who discovered Iceland, Green- 
land and North America, down to 
the time of the “Theodore Roose- 
velt,” used by Bob Bartlett in the 
Arctic, and the “Fram,” used by 
Nansen and Amundsen in their ex- 
plorations. It may not be news to 
you, but I was very much interested 
in what I read in this book about 
rudders on ships. The first rudder 
was just an oar, put over the side. 
This oar in time became fixed to 
the right side of the stern of the 
ship. The steersman stood on a 
small deck in the stern of the 
Viking ships and steered with this 
fixed oar. The oars were called 
“boards.” The word “star” comes 
from the Norwegian, meaning 
“righthand side.” Therefore, we 
get the word “starboard,” mean- 
ing the righthand side of the ship. 
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If the “board” happened to be on 
the left it was the “larboard” or 
left board. However, it was 
almost always placed on the right 
side. Therefore when a ship came 
to port, in order to protect this 
rudder it maneuvered around and 
came up on the left side, which 
in time became the landing side 
and was given the name “portside” 
or the side that came up to the 
dock. What a pleasant study is 
the derivation of words. 


Open Ships 


The earlier ships were all open. 
There was no decking, except at 
the prow and in the stern. There 
was one main mast, and this mast 
could be taken down and put up 
on struts running amidship. Over 
this mast the sails could be placed 
so the sailors had a nice comfort- 
able tent over them while the ship 
rode at anchor in some safe har- 
bor. In _ those days _ vessels 
traveled close to shore. They 
sailed only in nice weather and 
put into harbor in storms. Govern- 
ments had no navies at that time. 
So when war broke out, the king 
would commandeer all the ships. 
In the prow and at the stern he 
would build elevated houses or 
cabins and the fighting men were 
placed in these cabins. It is from 
this source that we get the present- 
day “forecastle.” In the old days 
the forecastle was simply a fight- 
ing platform in the front of the 
ship. Now, of course, it is the 
place where the crew sleeps. 

Pardon me for the above digres- 
sion. What I started out to say 
was that’in the early days Europe 
was in constant fear of the in- 
vasion of the Mongols. There was 
no more peace in those early days 
than there is now. The Mongols 
were very dangerous because they 
traveled light. They were horse- 
men. They had no cities. They 
and their families lived in their 
felt tents. They were constantly 
on the move. They overran, con- 
quered and pillaged a large part 
of Eastern Europe. If they had 
continued their simple way of liv- 
ing, they probably could have 
conquered all of Europe, but 
with their conquests they pillaged 
and became rich. Their chiefs 
gave up the wide open country 
and settled in cities. They became 


soft, fat and fond of luxuries, and 
their power departed. 

Then to make life still more 
interesting, along came _ the 
Crusades. It is interesting to read 
that the Crusaders were not exact- 
ly popular with the people of 
Hungary and one crusade of 400,- 
000 people was massacred and 
wiped out by the Hungarians. 
When another crusade arrived in 
Constantinople, the Emperor was 
not particularly pleased, and he 
tactfully shipped them over to 
Asia Minor so they would lose no 
time in recapturing the Holy Land 
from the Mohammedans. 

The point I am trying to make 
is that all of these times were full 
of trouble. There was even a 
crusade of children, in which 
many thousands perished by ship- 
wreck or were enslaved. 


Hopping from Century to 
Century 


I turned rapidly through the 
pages of this book. I passed from 
century to century and all of them 
were full of troubles, danger and 
excitement of one kind or another. 
At last I came to Christopher 
Columbus. You, of course, know 
what happened to Columbus. He 
died in chains in Valladolid, 
Spain, with all his honors and 
possessions taken away from him. 
Today no one knows certainly 
where his body lies. It is sup- 
posed to be in a magnificent 
sarcophagus supported on_ the 
shoulders of the four kings of 
Spain in Seville. But historians 
are not sure that this is his body. 
It may be the body of his son 
Diego. All of Columbus’ life was 
struggle and trouble, and in the 
end disillusion and disappoint- 
ment. 

And then there are those two 
adventurers, Cortes and Pizzaro. 
I had forgotten just what each of 
these young men did, but last 
night I cleared up the subject. 


Cortes operated in Mexico, while 


Pizzaro’s field was farther south 
in Peru. When Cortes and his 
soldiers approached the capital of 
Mexico, Montezuma (the emperor 
of Mexico) sent him all kinds of 
presents of gold and silver, with 
the request that he show his 
friendship in return by going 
home. But this had just the op- 
(Continued on page 66) 
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This is the window that stopped people on a sizzling day in Chariton, Iowa. The Tuttle Hardware Co. got the idea 
from Hardware Age. 


‘Cool As 


An Igloo 


By ELIZABETH TUTTLE 









On the Square in Business 





BLISTERING day in the 
corn belt. The kind that 
makes the tall corn grow 
taller. Dirt farmers and dirt 
hardware folks alike mopping the 
sweat from their brows and every- 
one else doing the same. 

But hot days, hot nights and 
corn crops are as inseparable as 
ham and eggs, so we may as well 
make the best of it. Heat or no 
heat, that window must be trimmed 
and it must be a selling window. 

Oh, for an idea! But here 
comes the postman. One shoulder 
lower than the other from carry- 
ing that heavy pouch. In the pile 
of mail he unloads, there is Harp- 
WARE AGE. Wonder if it might 
have an idea for a window trim 
for hot weather? 

We tear off the wrapper and 
start leafing through. We look 
first to see what Mr. Norvell’s sub- 
ject is this time. But we'll not 
read it until tonight at home. We 
Mrs. Tuttle’s letter is reprinted on page 27. have to make a window now. We 
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leaf on and there is a page that 
says, “Cool as an _ Igloo.” 
Whoopee! An IDEA! I feel cold 
already! 

For years we've made “snow” 
windows around Christmas time. 
Why didn’t we ever think of mak- 
ing one in summer? 

We dash out to buy some cot- 
ton and white crepe paper. In 
the “prop” room we have some 
artificial snow. We cover the en- 
tire background with the white 
paper. Arranged snow and frost 
all around the Kelvinator neon 
sign until it looked positively 
“froze up.” Snow flakes fill the 
air. (Bunches of cotton strung on 
No. 70 thread.) An electric fan 
concealed in the rear of the trim 
keeps the flakes swirling in the 
air. 

In one corner we throw up an 
igloo, cover it with snow and 
frost, dress two dolls as Eskimos 
and let them peek out of the door. 
A cellophane lamp illuminated 
and “cold as charity” adds to the 
frostiness of the air. Other white 
lamps look cold, too. 


Now for the “cold” merchan- 


dise. Ice cream freezers, ice cream 
dippers, ice picks, iced tea sets, 
iced tea spoons, iced tea glasses, 
ice tubs and tongs, a set of sherbet 
dishes, water bottles for the re- 
frigerator, thermos bottles, ther- 
majugs and then, to further add 
to the “icy air,” we used mirrors 
set behind some of the articles. 

An electric mixer suggested sav- 
ing work during hot weather, a 
sandwich toaster and coffee maker 
suggested delightful lunches for 
hot weather, while a_ beautiful 
chromium pitcher and a few other 
items suggested gifts, for we never 
forget to display gift wares. And 
just between you and me and the 
gate post, they always “ring the 
bell.” ‘ 


It Stopped ’Em Cold 


And, folks, it was worth the 
money to see people go by—or 
start by that window. They would 
come walking along just dragging, 
almost wilted in the temperature 
of near 100. Get a glimpse of 
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the window, halt sharply and how 
their facial expressions would 
change! If they could see any of 
us, they would at once make ges- 
tures as if pulling their sheepskin 
coats around them and seemingly 
forget how hot they were. 

Dozens of people came in to 
tell us how they enjoyed that win- 
dow and to buy. One man said he 
drove by fifty times just to look 
at that window again and again. 
Personally, I think that might have 
been a slight exaggeration, but his 
wife said, “No matter how hot 
you are, you just cool off when 
you look at it.” 

And did we sell ice cream 
freezers! And did we sell fans! 
And did we sell all the other items 
displayed! I should say we did! 
Aside from the satisfaction of 
good sales, we got a tremendous 
enjoyment from giving the public 
a window trim that they got a real 
kick out of. 

Thank you, Harpware Ace! 
And thank you again! It was a 
crackajack idea—“COOL as an 
Igloo.” 
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Get On This Window Reliet 


r JHE foregoing two pages tell 
the story of how the Tuttle 
Hardware Co., Chariton, 

Iowa, solved its window trimming 

problem at a time when it seemed 

a hard task to think of an attrac- 

tive display that would appeal to 

heat-harassed people. That win- 
dow stopped them cold, and those 
merchants who use HARDWARE 

AcE windows will find them 

equally effective. Here is a copy 

of the letter from Mrs. Tuttle: 


“Well, you never know, do you, 
just how much good you may be 
doing? That’s what we thought 
about you after we had built the 
window of which we are sending 


you a photograph, and for which . 


you furnished the inspiration. 
“Since the window was such a 
success, we thought it only fair and 
a nice thing to do to send you the 
photo and a short article, also in- 
cluded herewith. 
“TI have tried to be modest in this 
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article, but. the window went over 
with such a bang that it was diffi- 
cult to keep enthusiasm down. We 
never had more comments on any 
window that we ever put in than we 
had on this one. It has been a 
thrill and a delight to witness the 
pleasure that it has brought to our 
many customers and friends. And 
their remarks have been flattering 
indeed. 

- “In your June 20th issue, it was 
the window suggestion on page 30 
that gave us the idea which incu- 
bated and hatched into this trim. 
‘Cool as an Igloo.’ 

“Well, here it is. Do with it as 
you like. But no matter what you 
do with the photo and the article, 
take a bow yourselves for the idea.” 


Our original window display 
suggestions make the quick, effec- 
tive arrangement of windows a 
simple matter for the average 
hardware merchant. The testi- 
mony of the Tuttle Hardware Co. 
is eloquent. It shows the satis- 


faction being enjoyed by those 
who have had the HarpwarE AGE 
interchangeable display fixtures 
made. They receive in these pages 
each issue two practical arrange- 
ments that are not only easy to 
set up, but which get good attrac- 
tion value with a minimum of 
merchandise. 

If you have not already done 
so, send to HARDWARE AGE for the 
instruction sheet which shows how 
these fixtures are constructed. We 
do not manufacture or sell dis- 
play fixtures, but show you how 
your own carpenter or display 
man can make them from his own 
material. 

There is plenty of warm weather 
ahead in the next few weeks and 
you still have time to put in a 
cool window to stop the passersby 
and make them think of merchan- 
dise they need to keep them com- 
fortable. 
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Your Contact Point 


URING county fair week 
D you will have a fine op- 

portunity to contact hun- 
dreds of prospects for home ap- 
pliances. Refrigerators, washing 
machines, radio, gas or kerosene 
stoves as well as smaller table ap- 
pliances, can be demonstrated ef- 
fectively at that time. In addition 
to such lines, many others present 
themselves equally inviting to the 
county fair visitor. Because 
townspeople and farmers mingle 
in the crowds, your entire line of 
merchandise offers opportunity. 
Homeworkshop equipment, paint 
and varnish, sporting goods, all 
appeal to your prospective cus- 
tomers. 

Even though actual sales may 
not be great, the presentation of 
your goods in an attractive way 
will bring future business to you 
far exceeding the effort necessary. 
In arranging a booth, some atten- 
tion should be given to modern 
effects. Instead of a few bits of 
bunting or crepe paper, both of 
which are necessary but insuf- 
ficient in themselves, the best ef- 
forts of the display man should be 
called upon. Hardware dealers 
who have had a set of the Harp- 
ware AGE interchangeable display 
fixtures made will find them very 
useful in setting up a display of 
merchandise in a booth at the fair. 
Try to give your display a modern 
appearance. Farmers’ wives are 
just as familiar with what is new 
and desirable in home appliances 
as others are. They read maga- 
zines and newspapers and will not 
be satisfied with a careless presen- 
tation, and it is necessary to 
create the impression in their 
minds that your store has the 
newest merchandise. 

If you demonstrate (and you 
should) see that the demonstrator 
is pleasing in appearance, efficient 
in the work and convincing. Avoid 
the “barker” type of person who 
will only cheapen your store in 
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the estimation of the crowds. Such 
people seem to infer that the rural 
crowds are an aggregation of 
yokels and there to be taken in. 
Your demonstration booth should 
not give that impression. It will 
take too long to live it down, if 
you ever do. 


Demonstrate 


There are many ways in which 
you can show your customers fea- 
tures of your merchandise not 
familiar to them. A good line of 
paint can be demonstrated by a 
local girl or woman (this is pref- 
erable to a member of the store 
staff because it shows that anyone 
can produce the results). You 
know that a brush stroke made 
across an object can be made to 
disappear by stroking the long 
way, leaving a beautiful smooth 
enamel surface. The public doesn’t 
know it and will stand in front of 
your booth watching with keen in- 
terest; they will remember that 
paint and the store that carries it. 
A demonstration of this kind 
should add a worthwhile number 
of paint sales to your list. Many 
people have small table appliances 
that have, through carelessness, 
gotten out of order. Perhaps a 
small adjustment or repair will 
make them efficient again. These 
construction features can be ex- 
plained by a convincing demon- 
strator and the invitation given to 
the public to bring their bawky 
appliances in for examination. 
Many can be set right easily and 
many more will lead to new sales. 
A few power driven tools can be 
set up in a booth and there is no 
demonstration that will hold men, 
boys and women better than a 
handy man making things. A 
turning lathe will convert dozens 
of ordinary people into homework- 
shop fans. M. S. Young & Co., 
Allentown, Pa., winners of the 
first award in the HARDWARE ACE 


window display contest on home- 
workshop equipment have for the 
past two years demonstrated their 
power tools at the Allentown Fair, 
which is held late in September. 

During the spring of each year 
Murrays of Honesdale, Pa., stage 
a grand opening and many of their 
attractions could be adapted for 
county fairs. A country orchestra 
consisting of fiddlers, banjoists 
and a variety of other instrument 
players entertains the rural folk 
with music they are familiar with 
and like best. Country people ap- 
preciate entertainment along with 
the business of seeing the new 
goods and it is wise to provide a 
share of it. 

Novelty advertising, such as pa- 
per fans or sample merchandise 
has long been a standby and by 
getting some desirable item for 
distribution and having people 
sign name and address cards you 
can build up a good mailing list 
of prospective customers. It is 
frequently possible to have them 
check off a list of appliances they 
have in their homes as a “survey.” 
All this is in return for a, free 
sample or souvenir. From this 
list you can tell where the pos- 
sibilities for sales lie. In any list 
there will be several items not pos- 
sessed by the prospect and you can 
readily tell whether he can or will 
afford them. 

Probably at no other time of the 
year is it possible to meet so many 
people under such favorable cir- 
cumstances. Make the most of 
this opportunity by going over 
your stock for numbers that can be 
demonstrated or explained. Look 
for the features not generally un- 
derstood by the public and bring 
them out at the fair. Many people 
have appliances and home furnish- 
ings that are capable of far more 
service than they know how to get 
out of them. As in the case of the 
paint illustration—find out the 
item’s possibilities down to the last 
feature and parade it before the 
admiring crowd. If you get over 
these points about your merchan- 
dise to the people at the county 
fair you will have discovered some 
features about your own selling 
ability that you may not have sus- 
pected you possessed. Perhaps 
you can put a smooth, glossy 
finish on your selling. 
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Is INFLATION Coming ? 


By MALCOLM P. McNAIR 


Director, Bureau of Business 
Research Harvard University 





sense—and a rather important 

sense—the answer is yes. In- 
flation is already here.” It all 
depends on what we mean by in- 
flation. If by the word “inflation” 
we mean to designate such con- 
ditions as an unbalanced budget, 
an irredeemable paper currency, 
and a government-controlled cen- 
tral banking mechanism which has 
at its command all the necessary 
devices for the practically indefi- 
nite issue of thinly camouflaged 
greenbacks—conditions which in 
the past have always had a defi- 
nitely predictable result, but with- 
in a wholly unpredictable period 
of time—then, in that sense, in- 
flation is already here. But if we 
mean by “inflation” the complete 
unfolding of those casual condi- 
tions into a great and drastic rise 
in the prices of commodities 
brought about by expansion of the 
circulating medium, then the 
answer is “Inflation is not yet 
here, although it may be coming.” 
It is in the latter sense that I think 
we ought to use the word “infla- 
tion.” You will” notice that this 
definition of inflation, “a great rise 
in the prices of commodities 
brought about by expansion of 
the circulating medium,” is broad 
enough to cover both what is 
called “credit inflation” and what 
is called “monetary inflation.” 
Many people are in the habit of 
distinguishing quite sharply be- 
tween credit inflation and mone- 
tary inflation, regarding only the 
latter as bad. Iam not sure that 
this differentiation is wholly justi- 
fiable. Particularly in a country 
such as America, where our circu- 
lating medium consists primarily 


ik inflation coming? In a certain 
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of bank credit, a great credit infla- 
tion can have very serious conse- 
quences. 

Our questions then are these: 
Given the existing situation, in 
which are all the commonly recog- 
nized ingredients of inflation, can 
we be certain that a great price 
inflation actually will develop? 
What possible forms will it take? 
What are the probable times re- 
quired for these developments to 
work themselves out? 

If history is to be relied on, 
there is a very considerable pile 
of inflammable materials for an 
inflationary bonfire. And yet we 
cannot be certain, for there are 
new elements in this situation that 
have not been present in the great 
historical inflations. 


The Present Situation 


Next, let us look at the existing 
business situation. The event of 
overshadowing importance in re- 
cent weeks is the decision of the 
Supreme Court declaring the NRA 
unconstitutional. We are prob- 
ably still too close to it to appre- 
ciate how momentous a landmark 
is that decision in the field of con- 
stitutional law. The highest court 
in the land has, in effect, said that 
henceforth recovery and social re- 
form measures cannot transgress 
constitutional bounds, no matter 
how laudable the purpose of these 
measures may be. The court even 
went perhaps somewhat out of its 
way to indicate unequivocally that 
our traditional framework of 
states’ rights is to be preserved. 
This decision, unless it be over- 








ruled by the American people, 
raises a mighty barrier against the 
rising tide of regimentation and 
state socialism. 

For the long run, this decision 
will be enormously helpful to the 
cause of real business recovery. 
For the short run, it probably will 
have certain retarding effects on 
business activity. It creates some 
confusion. This confusion is 
understandable. Nobody likes to 
have the rules of the game 
changed at such frequent inter- 
vals. Naturally also many buyers 
are now waiting to see to what 
extent the price structure of the 
NRA was artificial. And there is, 
of course, the deterring factor of 
threatened labor troubles grow- 
ing out of organized labor’s re- 
sentment at the loss of rights which 
it believed had been guaranteed. 
Furthermore, for the time being 
at least, some of the machinery of 
useful cooperation among busi- 
ness men which had been de- 
veloped under the NRA has been 
broken down. It is a reasonable 
conclusion, therefore, that for the 
immediate future the effects of this 
far-reaching decision of the 
Supreme Court will be slightly de- 
flationary. 

The underlying economic forces 
tending to bring about recovery 
through the operation of normal 
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Bubble, or Step by STEP? 


causes are very strong. Their 
action has been undeniably de- 
layed, to some extent weakened, 
and in part thwarted by many of 
the policies of this Administration, 
some of which, of course, we must 
recognize as having been politi- 
cally expedient and perhaps neces- 
sary, in spite of their economic 
flaws. Yet these natural forces of 
recovery have still continued to 
function. It should be recognized 
that in actuality there are many 
favorable conditions present to- 
day. A great deal of deflation and 
liquidation has taken place. 
Many debts have been paid off. 
Price relationships are improved. 
Both domestically and _inter- 
nationally the prices of important 
raw materials for many months 
have shown an encouraging degree 
of stability, aside from the recent 
decline in the American prices of 
some agricultural commodities 
which have been artificially sus- 
tained under the AAA. With 
some notable exceptions we are 
perhaps almost in sight of a new 
balance in the price structure. 
Credit is obviously ample. De- 
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preciation and obsolescence have 
created large industrial deficits. 
Various inventions and improve- 
ments, worked out during the de- 
pression, are about to play their 
part in building new industries 
and widening the distribution of 
existing products to larger groups 
of purchasers. 


A Challenge 


The existing business situation, 
then is one in which there are in 
the foreground certain influences 
and possibilities slightly unfavor- 
able for the short run, but in the 
background a quiet increase in the 
strength of those underlying eco- 
nomic forces which in the past 
have always produced recovery 
from depression. Much depends 
on the attitude of business itself. 
The decision of the Supreme Court 
is in effect a challenge to business. 
Business should accept that chal- 
lenge, should show that it has the 
courage to use the freedom it has 
been yelling about. If business 
men do not have the courage to 
risk getting their feet wet when 
deprived of the protecting um- 


brella of the NRA codes; if it 
proves that they have to be pro- 
tected and coddled to the same ex- 
tent as some of the other vocifer- 
ous social groups, then regimenta- 
tion is indeed inevitable. In spite 
of the disconcerting effect of 
changes in the rules, business must 
not prolong the present period of 
uncertainty. It is up to business 
to get under way and show what 
it can do on its own. 

Prediction is hazardous in the 
extreme, but if I had to make a 
guess I should say that probability 
favors a substantial degree of busi- 
ness recovery during the next 18 
months. Nevertheless, in debat- 
ing the possibility of inflation one 
must envisage not only the altern- 
ative of possible or probable busi- 
ness recovery, but also the altern- 
ative of continued depression. 

A possibility that must be con- 
sidered in case we do not have 
business recovery is that we shall 
continue to edge up toward infla- 
tion, much as we have in the last 
two years, by a series of short 
steps, for instance, as some fur- 
ther devaluation of the dollar, 
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some additional advances in the 
price of silver, issue of additional 
forms of paper money which will 
not look like outright greenbacks, 
continued budget deficits financed 
by borrowing rather than taxation. 
How much of this can the country 
stand in the event of continued 
depression? Logically, we can 
probably stand a_ surprising 
amount of this sort of thing. If 
we cut the interest rate in two, as 
we seem to be well on the way to 
doing, we can carry twice as heavy 
a national debt at no additional 
cost. Furthermore, so long as 
private business is not very active 
in utilizing savings, there is some 
reassurance in the fact that the 
annual government deficit ap- 
parently does not as yet exceed the 
amount of the country’s annual 
savings. Also it must always be 
borne in mind that bank credit is 
our principal form of currency; 
so long as we continue in a state 
of depression the business com- 
munity is not actively utilizing 
bank credit, and the velocity of cir- 
culation remains low. Indeed this 
very fact is the all-important rea- 
son why in a business depression 
apparently it is impossible to 
achieve important advances in the 
price level by means of monetary 
manipulation without carrying 
that manipulation so far as to pre- 
cipitate disaster. In other words, 
a managed currency and credit 
system by itself is a wholly in- 
adequate remedy for depression. 
In a sense the deflationary effects 
of each additional step in currency 
manipulation tend to  counter- 
balance the inflationary effects. 
From a strictly logical stand point, 
therefore, if the depression con- 
tinues we can go on with the piece- 
meal inflationary tactics of the last 
two years for a_ considerably 
longer period without generating 
a really drastic price inflation. 
The least that can happen in the 
period of recovery is a substantial 
credit inflation. We have a 
greatly expanded credit base. It 
does not appear at all likely that 
we shall undo any of the actions, 
such as devaluation of the dollar, 
which have given us this large 
credit base. All the past experi- 
ence of the world in monetary 
matters indicates that sodner or 
later we shall expand credit and 
raise prices to the full extent 
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which that base permits. Such 
expansion might require a fairly 
long period. There is no likeli- 
hood that it would take place over 
any period of less than four or 
five years’ duration; and it is 
probable that it might extend over 
a much longer period, perhaps not 
all of the rise being confined to 
the expansion phase of any one 
business cycle. 

Under these circumstances the 
most optimistic possibility which 
I can see is that this will be only 
a credit inflation, that it will not 
run into a monetary inflation, and 
that the rise will be controlled in 
time to prevent a repetition of the 
1929 crash. 

If I were to make as realistic a 
guess as possible, it would be 
about as follows: , 


(1) There will almost certainly 
be a substantial rise in prices, but 
not one that will come with any 
great rapidity. Prices might easily 
reach the 1919 level, but not next 
year; not the year after that; quite 
probably not before 1939 or later. 

(2) There is a possibility, but it 
is almost too much to hope, that 
credit inflation can be controlled 
during the next upward movement 
of business before the business boom 
reaches heights which make another 
bad business depression inevitable. 

(3) There is a very distinct dan- 
ger, not to say probability, that 
vacillating, politically expedient pol- 
icies on the part of the government 
will permit a credit inflation starting 
in the period of recovery to run 
into a monetary inflation. 


Govt. Policies 


The necessary governmental 
policies to prevent a runaway in- 
flation when business recovery be- 
gins to take hold, I believe, are 
these: 


(1) The attainment of a balanced 
Federal budget by means both of 
economy and of taxation. 

(2) Genuine stabilization of our 
currency in relation to a fixed inter- 
national gold standard, not the old 
gold standard, not necessarily finally 
fixed ratios, but at least a provi- 
sional working agreement among 
the three major countries, France, 
England, and the United States. 

(3) A sound control of bank 
credit, divorced from political con- 
siderations, and paying attention to 
the qualitative, as well as the quan- 
titative, aspects. 


If the business recovery takes 


place which I expect, it will, in 
my opinion, be essential to achieve 
these three objectives of a 
balanced budget, international 
currency stabilization, and sound 
control of bank credit, within two 
years if the apprehended danger 
is to be avoided either of a mone- 
tary inflation or of a credit in- 
flation which goes too far. 

All this is a dark picture, and 
it is sincerely to be hoped that we 
shall be lucky enough to escape 
such developments. But .even 
though we may be lucky, and even 
though these contingencies, at the 
worst, are probably still several 
years away, it would, I think, be 
the prudent thing for stores to 
begin now to formulate the poli- 
cies which they will use if infla- 
tion comes. Specifically, I sug- 
gest such steps as the following: 


(1) A concerted effort of stores. 
working through their National As- 
sociations or through other associa- 
tion, to persuade the Administra- 
tion, if inflation comes, not to enact 
legislation, similar to the Lever Act 
of 1919, forbidding the marking up 
of merchandise on replacement cost. 
Failure to mark up goods on replace- 
ment cost in a period of rapidly 
rising prices results in a store’s vir- 
tually giving its working capital to 
consumers. Yet such legislation was 
enacted in 1919, though later de- 
clared unconstitutional; and_ in 
England in 1931, at the time of the 
departure from the gold standard, 
a similar act was hastily rushed 
through Parliament. 

(2) Local agreement among 
stores on the steps to be taken to 
speed up the turnover of receivables, 
particularly installment accounts, as 
soon as inflation begins to look im- 
minent. 

(3) Studies of individual depart- 
ments to determine in which depart- 
ments speculative buying might first 
be permitted and in which depart- 
ments the risk of change in demand 
are too great to justify speculative 
buying in the early stages. 

(4) Studies of past sales records 
to determine types of staple mer- 
chandise regularly in demand which 
might be bought in the early stages 
in inflation, not to be resold immedi- 
ately, but rather to be held as a 
reservoir of working capital. 

(5) Development of pricing and 
marking procedures for effecting 
quick change of prices throughout 
stocks. 

(6) Development of forms of 

(Continued on page 68) 
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TheCorporate FormofOrganization 
VS. 
Corporate et al 





PAUL W. PETTENGILL 


HE average American busi- 
ness man for many years 
has been educated to what 
amounts now to almost a fetish 
with him: that to continue in busi- 
ness or when he goes into busi- 
ness it is necessary to incorporate. 
Many factors should be considered 
in connection with the form of 
business structure finally adopted 
but usually those factors are not 
given the thought they deserve. 
Probably the main reason so many 
business men think a corporate 
structure is necessary is because 
they see so many other businesses 
which are incorporated. No doubt, 
a vast majority of corporations, 
especially smaller ones, had best 
surrender their charters, and while 
some of them have already done 
so, after 1935, or the first year a 
substantial profit is made, when 
they see the effect of the Federal 
corporation income taxes on the 
profits many more will do like- 
wise. 

Formerly, when certain risks of 
damage suits could not be insured 
against and when banks required 
business firms to have a stated and 
fixed capital that could not be 
quickly put in some other invest- 
ment than that of the business con- 
cerned in making a loan, corporate 





*Of the firm of Paul Pettengill & 
Co., Certified Public Accountants, Chi- 
cago, and auditors for the Chicago 
Retail Hardware Association from 
whose monthly bulletin this is repub- 
lished by special permission. 
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entity was desirable, but now with 
the possibility -of advisability of 
insuring against every conceivable 
kind of loss or damage and with 
banks concerned more with busi- 
ness earnings than ever before 
which, of course, carries with it a 
reduction of expenses, the question 
of taxes must be primarily consid- 
ered by the business man. 

The American business public 
has certainly become tax conscious 
in recent years, and any one who 
has followed the trend of taxes 
and has pondered over increased 
governmental borrowings, which 
must be paid back in some way, 
will become even more tax con- 
scious. It is time for the business 
man to figure what type of finan- 
cial structure is best for him from 
the tax angle. 

A small corporation may put 
out its entire earnings in the form 
of salaries, if such salaries are 
“reasonable” within the purview 
of the income tax laws, and ac- 
cordingly pay no income tax. It 
will have to pay a Federal capital 
stock tax and possibly in addition 
a state tax of some sort based on 
capital invested such as a state 
franchise tax operative in most 
states. Of course, these capital 
stock taxes amount to only a few 
dollars for a small corporation so 
they are not felt so much. On the 
other hand there are the large cor- 
porations operating on an inter- 
state and even an _ international 
basis and requiring vast amounts 
of capital which is owned by many 
persons (stockholders) through- 
out the United States. To facili- 
tate efficiency in the conduct of 
their affairs in fact to even make 
it possible for vast numbers of 


persons to originally combine to- 
gether, corporate existence is nec- 
essary. We may feel as we want 
about the evils of vast combines of 
capital, but that is not the purpose 
of this article—my purpose is to 
show that in many cases corporate 
existence for the business of one 
person or a small number of per- 
sons when the net income of the 
business is not expected to be large 
is wasteful from the income tax 
standpoint. 

Let us assume a corporation 
earned $40,000 in 1934, before 
considering the salaries of its two 
stockholders who own the stock 
equally and who each drew a sal- 
ary of $7,500, leaving the corpora- 
tion’s net taxable income as $25,- 
000. The corporation would pay 
$3,437.50 income tax, and if it did 
not pay an excess profits tax, its 
Federal capital stock tax would be 
at least $200. 

Now let us see what the indi- 
viduals, the officers, would pay on 
their $7,500 salaries considering 
that neither was married, and had 
no dependents, and had no other 
income save their salaries. We find 
that each would pay $335 personal 
income tax, or a total of $670. A 
summary of all taxes paid fol- 
lows: 


Income tax paid by cor- 


poration aA .. $3,437.50 
Federal Capital Stock tax 

paid by corporation .... 200.00 
Individual income taxes of 

the two officers . 670.00 

POM. oes. ... $4,307.50 


It will be noted that the corpora- 
tion and its two stockholders will 
pay under the Revenue Act of 

(Continued on page 62) 
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The Pettee Store in Oklahoma City has always been a modern store, but this latest rejuvenation has made it an out- 


standing attractive selling force. 


Pettees of Oklahoma City 





ware Store, one of the lead- 

ing business firms in Okla- 
homa City, has recently completed 
a remodeling of several floors that 
has changed and modernized a 
number of important features. 

On the first floor, devoted prin- 
cipally to general hardware, sport- 
ing goods, auto accessories, elec- 
tric appliances and a corner of 
hosiery, the old-fashioned, ceiling- 
high stock shelves have been 
lowered to about two-thirds their 
former height. Ladders, formerly 
necessary to reach the high top 
shelves, have been eliminated. Dis- 
play tables that were completely 
open underneath have been en- 
closed from top to floor and built 
into substantial cabinet tables. 
Surplus stock is now stored in the 
cabinets under these tables. 

The new arrangement not only 
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gives the floor a more open and 
modern appearance but provides 
new space for merchandise dis- 
plays above the stock shelves and 
also saves time by making the sur- 


Modernize Their Store 


plus stocks more quickly and 
easily accessible to clerks. 

The new wall space has been 
finished in cream and the ceiling 
in ivory. The square columns that 
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run down the middle of the floor 
are cased in woodwork or shallow 
stock cases up to a height which 
about matches the height of the 
wall stock cases. Above this, the 
columns are finished in cream. All 
woodwork, stock cases and cab- 
inets throughout the floor have 
been repainted in orange except 
for the electric appliances corner 
and the hosiery corner which have 
been done in silver trimmed with 
black. 

The monotony of the orange 
woodwork around the columns is 
broken by panels of neatly printed 
placards calling attention to dif- 
ferent items for sale on the floor. 

The upper parts of the columns 
above the woodwork are embel- 
lished on either side by a tall, up- 
right ivory panel adorned with a 
silver bar and flanked by angled 
series of narrow silver panels of 
decreasing height. The cream of 
the opposite walls above the stock 
cases is also broken at correspond- 
ing intervals by ivory and silver 
panels in the same symmetrical, 
modernistic design. 

The electric appliances corner 
immediately to the left of the main 
door as you enter has been en- 
larged and considerably more wall 
space provided for the display of 
items against the new silver back- 
ground of the display shelves. A 
big, billboard-like sign, about five 
feet long by two feet high, has been 
set on top of the display shelves. 
It is done in big silver letters 
against a black background and 
announces “Electric Appliances.” 

That the remodeling and en- 
larging of this corner has been ef- 
fective is proven by the fact that 
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the Electric Appliances depart- 
ment has tripled its business over 
the same period last year. “The 
increase has been such that the 
full time services of one saleswo- 
man are now required in that de- 
partment alone,” said Mr. Karl J. 
Elliott, first floor manager. 

The use of the new silver and 
black color scheme in the hosiery 
corner has also been marked by a 
nice increase in the business done 
by that department which is situ- 
ated immediately to the right of 
the main door between the en- 
trance and the elevator where it 
will catch the most traffic. “This 
color scheme has proven partic- 
ularly effective in catching and 
pleasing the eye of customers,” 


Mr. Elliott said. 
Doubled the Trade 


“Since our general remodeling, 
business on the floor as a whole 
has approximately doubled over 
what it was last year although 
some of the increase, of course, 
has been due to the general pick- 
up in business which many mer- 
chants are enjoying this fall. There 
is something about the freshness 
and novelty of a remodeled store 
that attracts people and draws 
trade. Turn even a few tables 
around and call it a remodeling, 
as some stores do, and you are 
likely to pull in some new busi- 
ness.” 

The second floor, devoted to 
miscellaneous house - furnishings, 
china, glass, and gifts, has been re- 
modeled and rearranged chiefly 
from a fixtures and display angle. 
Merchandise has been regrouped 
and segregated in exclusive, indi- 





vidual units; lending an air of 
compact and attractive orderliness 
to the appearance of the whole 
floor which carries a total of more 
than three thousand items. 

China, glassware, and a cosy 
corner called the Bridge Shop de- 
voted to bridge supplies and as- 
sociated party items, occupy the 
front end of the floor near the pas- 
senger elevator. The farthest cor- 
ner to the rear is given over to 
“Janitors” Supplies.” Another sec- 
tion in the rear is called the Bath 
Shop and has an attractive display 
of small bathroom fixtures ar- 
ranged against wall panels painted 
to look like green and dark cream 
tile. 

Gifts occupy a long wall section, 
and a parallel row of individual 
display tables, on the east side of 
the floor. This section culminates 
at the far end in a small depart- 
ment called the Corner Shop 
which is devoted to especially fine 
though not necessarily expensive 
gifts of beautiful and unusual 
types. The Corner Shop is softly 
illuminated by numerous gift 
lamps in addition to the general 
floor lighting and is finished in 
black trimmed with silver; the 
black making a very effective 
background for the colors and 
exquisite finishes of the various 
gift pieces. 

It is the plan of Mr. E. B. Saul, 
second floor manager, that the 
items offered by Pettee’s Corner 
Shop shall be really different and 
distinctive, not obtainable at any 
other store in Oklahoma City. Un- 
der Mr. Saul’s supervision a sales 
girl of education and culture who 
knows the background of the 
pieces will have charge of the 
Corner Shop. 

“Color and atmosphere,” said 
Mr. Saul, “are of first importance 
in the display of merchandise, 
particularly in appealing to wo- 
men. You must have not only the 
right thing, but you must have it in 
the right setting.” 

Ceiling-high stock shelves that 
lined the side walls on the second 
floor as on the first have been low- 
ered on the second floor also, 
though not so much since the ceil- 
ing is not so high. The space thus 
provided above the stock shelves is 
used for the display of merchandise 
as on the first floor. 

(Continued on page 72) 
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, The Ensley Hardware Co., Memphis, Tenn., has ample windows and makes full use of them. 


Sporting Goods and 
Crockery Ring This 
Cash Register 


r YHE Ensley Hardware Com- 
pany, Memphis, Tenn., have 
two big display windows. 

One is filled always with crockery, 

and the other with sporting goods. 

The store carries a complete line 

of hardware, but the crockery and 

the sporting goods are the two de- 
partments that pay best, at all sea- 
sons. 

The crockery department is un- 
der the management of a com- 
petent woman, Mrs. Fred Shelton. 
The entire basement floor, with the 
exception of a small section de- 
voted to toys, is given over to 
glassware, crockery and related 
merchandise. 

“Our best business is done with 
our charge customers,” said Mrs. 
Shelton. “When we get a good 
customer on the books, it is much 
easier to educate her into loving 
fine china and glassware, and in- 
ducing her to select gift items from 
our stocks.” 

Mrs. Shelton keeps an active 
mailing list, compiled from the 
charge customers and cash cus- 
tomers who have merchandise de- 
livered. She always obtains the 
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names of customers, when she can 
do so tactfully. She says that it 
pays the store to deliver pur- 
chases, for a delivery adds a new 
name to the mailing list at a cost 
of about ten cents, which is cheap 
for a good mailing list name. 

Four times a year the mailing 
list is worked with a letter, a post 
card, or some other attractive 
mailing piece. 

“When we work the mailing 
list,” said Mrs. Shelton, “we al- 
ways have something special in 
the store to interest the customer 
—a fine display of glassware, or 
something new in china. It pays 
us to show the new things, and to 
impress our customers with the 
fact that we try to keep a step 
ahead of competitors. In dealing 
with women, fashion change is al- 
ways important. There is some- 
thing alluring to them in leading 
the fashion, even with glassware 
and china.” 

Mrs. Shelton reads the society 
page carefully, for names to add 
to her mailing list and also for 
names for her telephone list. She 
has a special list of choice pros- 





pects, which she calls personally. 
Sometimes a little coaxing of her 
prospect lists helps to fill in dull 
seasons, which follow holidays and 
the bridal months. 

Mrs. Shelton gives much careful 
thought to displaying her mer- 
chandise. Her arrangements of 
lamps are especially enticing. 
Lamps are placed at strategic 
points among her stock. The mo- 
ment a customer signifies an in- 
terest in a lamp, Mrs. Shelton 
lights it immediately. 

“I’ve never sold an unlighted 
lamp,” she says. “It would be 
profitable for us if it were possible 
to keep every lamp lighted.” 

It is a poor day for Mrs. Shel- 
ton when she does not sell about 
two dozen lamps. Lamps are such 
a perfect accompaniment to china 
and glassware that a lighted lamp 
often helps to sell them, she says. 

The sporting goods department 
of this store is also pushed vigor- 
ously, for they also deal in whole- 
sale athletic goods. Every day in 
the year the sporting goods win- 
dow has an alluring display for 
the hunter, the fisher, the golfer, 
or the athlete. As each season 
opens, the telephone is used on a 
list of choice prospects. 

“With crockery and sporting 
goods as our leaders,” said Mr. 
York, manager, “we attract both 
men and women to the store. By 
pushing these two lines we do not 
have to use strong-arm methods to 
sell general hardware lines.” 
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Enthusiasm Is the Bulwark 


A Letter to Salesmen 


By GEORGE M. EVENSON 





HERE has just come to my 

desk a magazine, the front 

cover of which carries a re- 
production of the smiling counte- 
nance of a man I knew well and 
worked with many years ago. It 
was during my first years in Sioux 
City that I met him. 

He applied for a position as 
office boy. To test out his mettle 
(as was my wont with applicants), 
I tried to paint, for his enlighten- 
ment, a word picture of the multi- 
ple duties of an office boy. My 
painting did not make the job 
look very attractive, and I in- 
tended it should not. 

After I finished telling him 
what a disagreeable job it was, I 
expected him to say he did not 
want it. Instead, he swept me off 
my feet by saying, “When can I 
begin to work?” “Right away,” I 
replied. 

That was the beginning of many 
pleasant and profitable years of 
work with this fellow. From office 
boy he went to pricer and checker. 
Next to order clerk and house 
salesman. 

There came the day when I 
needed another salesman, and I 
decided to give this fellow the 
chance he had been waiting for 
and was entitled to receive. 

Never, before nor since, have I 
observed such “light of enthusi- 
asm” in any man’s eyes as I saw 
in this young man when I called 
him to my desk and told him I 
was going to put him in charge of 
a territory (it wasn’t our best ter- 
ritory). It was one of our poor- 
est. It was in our competitor’s 
back yard. 

It had been worked by a man 
who had failed because he could 
not or would not mould himself 
so as to win the confidence of re- 
tail dealers. 

How many of you who read 
this would have tackled this job 
with a conviction that you would 
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win? What element would you 
have considered necessary, so you 
might succeed ? 

Would you have demanded the 
right to cut prices, to bait the 
trade? To dangle before their 
eyes loss leaders, or the right to 
extend unusual terms? 

This man asked for none of the 
above privileges. He believed he 
possessed something of much 
greater value—an abundance of 
enthusiasm. He believed if he 
were sufficiently enthusiastic about 
his house—his job—the lines he 
had to sell, he would get favor- 
able responses. 

You will be interested to know 
he made a signal success of his 
work from the start. For several 
years he and I worked together to 
build up that run-down territory. 
It soon required six figures (in 
front of the decimal point) to re- 
cord his annual sales. 

Then ill health overtook him— 
T. B., that damnable curse to hu- 
manity, caught up with him. He 
fell ill. I urged him to seek a 
higher altitude. He went to Colo- 
rado and there, in a higher alti- 
tude, the scars on his lungs healed 
and he soon became restive to go 
to work again. 

I urged him to remain in the 
higher altitude for another six 
months. He agreed, but insisted I 
send him his catalog and grip. 

Colorado is out of our trade 
territory. Freight rates were 
against us—deliveries were slow. 
There was a successful, aggressive 
wholesale hardware house located 
at Denver, with whom we would 
have to compete. Notwithstanding 
all these handicaps, he began call- 
ing on the trade. His first month’s 
sales were $5,000, and each month 
saw an increase. 


At the end of the six months he 
returned, fully recovered, to take 
up his old job; but his lungs, 
weakened by his previous illness, 
could not stand our cold winter, 
and my friend was soon on his 
back again. His doctor advised 
immediate removal to Texas. So 
I bid him farewell and he de- 
parted for the land of sunshine 
and warmth, where he could live 
out of doors all the time. 

It was not long before the latent 
energy and enthusiasm in my 
friend began to stir, and he 
wanted to go to work. His doctor 
warned him he could not live in 
the northern states, and so he de- 
cided to make his permanent home 
in the South. There was no open- 
ing for a hardware salesman and 
one day he heard a local whole- 
sale and retail drug house was 
looking for a floor salesman. 

My friend applied. He gave 
me as his reference, acknowledged 
he knew nothing about drug sun- 
dries, but could sell ’em just the 
same. 

I received a wire from the pres- 
ident of the company, asking me 
if I would recommend him, and 
to answer by wire. 

I promptly wired, urging that 
my friend be given the position— 
that he would make up for knowl- 
edge about drug sundries with his 
unbounded enthusiasm. 

The following Christmas I re- 
ceived a letter from the president 
of the drug company thanking me 
for recommending this man. That 
it was my positive assurance he 
would succeed that got him the 
job. That he was an unqualified 
success, and would I please ac- 
cept his sincere thanks and a box 
of Christmas cigars. 

For several years after, I re- 
ceived a Christmas letter from the 
president, always containing com- 
plimentary reference to my friend, 

(Continued on page 70) 
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LETTERS to the EDITOR 


Compensation— 
\ GREAT many competent hardware salesmen have been hard pressed 


in recent years. Men with a wide acceptance among both wholesalers 

and retailers have been seeking new connections. It is shocking to 
learn of the limited income possibilities offered them by apparently good 
sized, well financed factories. A salesman whom we know to be competent, 
well liked and respected, writes as follows: “Manufacturers want us (sales- 
men and agents) to work on a straight commission of about 5 per cent 
maximum. If they have any established business in the territory they hold 
it out, expecting the salesman to spend his own money to introduce the line 
and wait as long as a year for any real commissions to start. It takes from 
three to five years to put a line on a real paying basis. Right now they ex- 
pect us to sell their goods for fall shipment, operating entirely on our 
expenses with commission not due until 30 days after the shipment is made 
and paid for this fall. They are entirely unwilling to pay us anything for 
our specialized knowledge of a territory and the prospects in it.” This is an 
indictment. It is grossly unfair and likewise poor business to keep salesmen 
in a state of near poverty. A salesman’s greatest asset is his loyalty to his 
house plus the energy and optimism that is so much a part of the make-up 
of all successful salesmen. A man can’t respect his house nor have the 
proper attitude toward his job if he is on a starvation basis. The final result 

















is bound to be unsatisfactory for the house as well as the salesman. 
—Reprinted from Hardware Age, June 20, 1935. 








Sad but True, And at a 
Time When Sales Are 
Badly Needed 


Boston, Mass.—I note with con- 
siderable interest your editorial 
“Compensation” in the June 20 is- 
sue. It is sad but true that many 
manufacturers are chiselling on com- 
pensation these days. In my daily 
contacts with many commission sales- 
men (Manufacturers Agents) the 
subject of the 5 per cent or less than 
10 per cent commission arrangement 
provides a real argument. 

Many manufacturers fail to realize 
that they are on the spot these days. 
Sales is a paramount issue and the 
salesman, especially the Manufactur- 
ers Agent, is an important part of 
the situation. The salesman is in 
the saddle today. Personal selling 
will be a stronger feature of modern 
marketing in every way, all through 
the thirties. The sales force will 
make or break many a manufacturer 
today. 

Manufacturers have only two 
methods of selling, namely, adver- 
tising and Personal Selling. For the 


38 


average manufacturer, national ad- 
vertising, especially consumer ad- 
vertising, is more or less out of the 
picture due to economics over which 
he has no control. Advertising ap- 
propriations usually come from re- 
serves or a bank loan. Both, these 
sources are down to rock bottom or 
just do not exist for the general run 
of manufacturers. The advertising 
must come out of current sales. Cur- 
rent sales, therefore, must come out 
of a hard hitting, fearless, loyal sales 
organization, be it on a salary or 
commission basis. 

My daily experience in dealing 
with hundreds: of commission sales 
representatives indicates that they 
just cannot and will not operate suc- 
cessfully on any commission, that 
does not cover living expenses. 

Never was there more ebb and 
flow of sales organizations than now. 
Never was there a greater repairing 
of sales fences than now—so what! 

Tell Mr. Manufacturer that he can 
make the best mouse trap in the 
world but he has to take it to mar- 
ket now via personal selling. Tell 
Mr. Manufacturer to get wise to 
what’s happening. These are hectic, 


chaotic times. Never was there a 
greater call for the STAR salesman. 
He’s sitting pretty these days and 
riding the crest. You want him—he 
doesn’t need you. You’ve got to sell 
yourself to him. So make it attrac- 
tive. Protect him in every way, back 
him up, pay him a living commis- 
sion, give him an exclusive territorial 
franchise, give him a proper time 
protection, support him with dealer 
helps, trade paper advertising any- 
way, consumer if possible, get your 
prices in line, bring your sales port- 
folios and catalogues up to date, 
don’t underestimate your competi- 
tion, visit your salesmen, travel the 
territory with them, give them every 
encouragement to make big money, 
write cheerful encouraging letters, 
no brick bats, get him in to the home 
office now and then and get your 
commission checks to him on time as 
agreed upon. 

Manufacturers are in the Gay 
Thirties, a Selling Era, and the Gay 
Twenties, a Production Era, is wa- 
ter over the dam. Never in our 
country’s history has there been a 
greater demand for good salesmen. 
If you want to sell your products, 
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you must have good salesmen. lf 
you want good salesmen you’ve got 
to pay good salaries or good commis- 
sions. 

Joun M. Sweeney, 


The Federated Sales Service. 


Hits Nail on the Head 


Houston, Texas—I want to take 
this means of expressing my deep- 
est gratitude to you for the splendid 
editorial that you had in your 
column in the last issue of Harp- 
warE AGE pertaining to the proposi- 
tions that manufacturers are now 
trying to force salesmen to work 
on. You certainly hit the nail on 
the head and I am sure that you 
will receive many complimentary 
letters for the action that you took. 
Just another reason why HARDWARE 
AcE is the dominating trade paper 
that it is. 

Rate J. Compton. 





The Other Side 


Syracuse, N. Y.—The writer was 
very much interested in your article 
under Compensation on Page 19 of 
the June 20 issue. 

We realize that there are a great 
many concerns that operate with 
their salesmen as you state in this 
particular case. However, there is 
another side to this question. There 
are concerns who are looking for 
salesmen to represent them on a 
fairer basis than you mentioned. It 
is hard to get salesmen to work on 
that proposition. 

We are sending an advertisement 
to your magazine today for sales- 
men to sell our products. For your 
information we have worked out 
prices that give the salesman prac- 
tically one-half of the gross margin, 
and while these orders are for fall 
shipment, we pay commission on all 
signed orders we receive from well- 
rated concerns. Under these condi- 
tions it is hard to contact the right 
men. We have salesmen who are 
turning in nice business each week 
on these items. The writer is out 
part time working on the same basis, 
so our proposition to the salesman is 
not based upon theory. It is based 
upon experience and what others are 
doing. 

We find a great many salesmen 
who cannot adjust themselves to the 
present conditions. They still feel 
that they should earn the big income 
that they did previous to this de- 
pression. We know of other con- 
cerns who are just as fair with their 
salesmen as we are, and the turnover 
in salesmen is something terrific at 
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times even when you stand ready to 
cooperate to the limit on anything 
that is reasonable and treat them as 
you would want to be treated your- 
self. We appreciate that the sales- 
man has to make a success for him- 
self if he is to be worth anything to 
his house and we have that thought 
in mind in working with our men. 

We enjoy reading your magazine, 
because of its fairness in looking at 
problems, and it is for this reason 
that we are mentioning the other 
side of this question. 


Name omitted by request. 


5% Much Too Low 


SHELBURNE Fats, Mass.—In re- 
gard to your “Just Among Our- 
selves” in the June 20 issue, I can- 
not avoid writing that if any manu- 
facturers’ agent or salesmen is ex- 
pected to work on a 5 per cent com- 
mission basis and not get credit for 
all of the shipments to a territory, 
then I do not blame a salesman for 
criticizing the manufacturers in such 
an event. 

But I thought that you would like 
to know that in my 30 years of ex- 
perience, not only as a manufac- 
turers’ agent and as a salesman and 
later as a manufacturer, I have 
never heard of a respectable line 
offering any such proposition as a 
5 per cent commission and it is 
certainly a fact that any self-re- 


specting salesman would not give a 
single thought to a manufacturer’s 
line which attempted to hold out 
any already established volume. 

I could tell you of a number of 
manufacturers who tried that stunt, 
and I could also tell you of some 
manufacturers who have tried 714 
per cent commission, and some who 
likewise pay 5 per cent but most 
of the time these cases are logical 
and after all is said and done in all 
of the years of experience I have 
had, the usual method of arriving 
at the rate of commission is by de- 
termining the already established 
volume or the potential volume in 
the market. 

I know that I am right and that 
I am stating a fact when I say that 
it is a rare situation indeed when a 
10 per cent commission is not of- 
fered and it is only a rare case 
where a manufacturer holds out al- 
ready established business. 

As a matter of further fact, this 
particular sales agent is probably 
exaggerating very materially because 
most of the time the salesman is 
not worth his salt for a year on any 
line that is new to him and it has 
been actually my experience that 
the manufacturer pays a long time 
ahead for expected results which 
very frequently never materialize. 

J. B. Parsons, 
President. 
Mayhew Tool Co. 
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YOU CAN STABILIZE 


A discussion of basic Court decisions on the right of manu- 
facturers to supervise the distribution of their products. 


By HENRY R. RINEHART 


Assistant Secretary-Treasurer 


The National Supply & Machinery Distributors Association 


the market for our prod- 
ucts—.” 

Unquestionably, that is the most 
frequently expressed wish of man- 
ufacturers since this country en- 
gaged almost two years ago in a 
universal campaign to beat the 
depression. 

Stability and profit have been 
zealously courted in innumerable 
and seemingly endless conferences, 
through the ingenious processes of 
code making, and in devious 
other, but none-the-less ardent, 
methods. 

In seeking an answer to the 
question, “What can we do?” 
everyone appears to have become 
so completely engrossed in the 
processes of attempting to create 
elaborate, cumbersome, costly, 
and often impractical plans 
(which were frequently designed 
to curb “others”) that they com- 
pletely overlooked the rights they 
already enjoy. 

It seems timely and pertinent, 
therefore, to direct attention to 
the fact that every manufacturer 
has the legal right to stabilize the 
market for his products and place 
their distribution on a basis that 
will prove profitable to him and 
to his wholesale or distributor 
outlets. 

Fortitude is the only requisite. 

The Supreme Court, our highest 
tribunal, has repeatedly ruled that 
a manufacturer has the right to. 

a—Suggest the prices at which 
his products are to be resold. 

b—Announce those prices and 
his policies in advance. 

c—Refuse to sell to anyone who 
does not observe his policies or 
who cuts prices. 


T we could only stabilize 
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Right to Suggest Re-Sale 
Schedules Clear | 


There is no question about the 
right of a manufacturer to stabil- 
ize his market by suggesting the 
prices at which his products are 
to be resold. 

The Supreme Court not only de- 
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cided that question clearly, but re- 
affirmed its decision in a group of 
basic opinions. Quotations from 
the Court’s rulings in the Colgate 
and Mennen cases suffice: 

CoicaTe Case—“The manufac- 
turer may announce: in advance 
his minimum price for the sale of 
his merchandise.” 

MENNEN CaseE—“It (the Men- 
nen Company) may announce in 
advance the circumstances, that is 
the terms, under which it will sell 
or refuse to sell.—In the Colgate 
Case the Court sustained the right 
of a manufacturer engaged in a 
private business to announce in 
advance the prices at which his 
goods may be resold—as subse- 
quently explained by the Court, 


that Case was decided upon the 
ground that the manufacturer had 
an undoubted right to specify re- 
sale prices.—In the Beech-Nut 
Case the right to fix prices at 
which the manufacturer will sell 
is again fully recognized.” 


Classes of Buyers 


It is equally well established 
that manufacturers may announce 
different prices for different 
classes of buyers. This principle 
was likewise defined in the Su- 
preme Court decision in the Men- 
nen Case. In that case the Fed- 
eral Trade Commission attempted 
to prevent the Mennen Company 
from giving wholesalers a higher 
discount than it gave retailers, or 
buying agencies composed of 
groups of retailers even though 
the purchases of the latter were 
at times as large as the purchases 
of wholesale buyers. It was al- 
leged by the Commission that the 
Mennen Company had violated 
the Clayton Law by refusing to 
give the same rate of discount to 
such buying agencies that it ex- 
tended to regular wholesalers in 
that they prevented such agencies 
from competing with wholesalers. 

The principles sustained by the 
Supreme Court were originally 
expressed by the Circuit Court of 
Appeals which declared “what the 
Mennen Company has done was 
to allow wholesalers who pur- 
chased a fixed quantity of their 
products a certain rate of discount 
while to the retailers who pur- 
chased in the same quantity it de- 
nied the discount rates allowed to 
wholesalers. This does not indi- 
cate any purpose on the part of 
the Mennen Company to create or 
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maintain a monopoly—it has a 
right to freely exercise its own in- 
dependent discretion as to whether 
it will sell to wholesalers only or 
whether it will sell to both whole- 
salers and retailers; and if it de- 
cides to sell to both it has a right 
to determine whether or not it will 
sell to the retailers on the same 
terms it sells to the wholesalers. 
It may announce in advance the 
circumstances, that is the terms, 
under which it will sell or refuse 
to sell—the Mennen Company had 
the right to refuse to sell retailers 
at all and if it chose to sell them 
it had the right to fix the price at 
which it would sell them.” 


The Right to Refuse to Sell 
Equally Clear 


Having announced a policy and 
suggested resale prices, the right 
of manufacturers to refuse to sell 
those who do not observe these 
suggested prices is established by 
court decisions with even greater 
clarity. Extracts from important 
decisions on this point follow: 

THE Corcate CaseE—“In the 
absence of any purpose to create 
or maintain a monopoly the Act 
does not restrict the long recog- 
nized right of trader or manufac- 
turer engaged in an entirely pri- 
vate business, freely to exercise 
his own independent discretion as 
to parties with whom he will deal. 
And, of course, he may announce 
in advance the circumstances un- 
der which he will refuse to sell. 
A manufacturer may legally re- 
fuse to sell his products to a dealer 
who cuts prices.” 

THE MEeENNEN CaseE—“It may 
announce in advance the circum- 
stances, that is the terms, under 
which it will sell or refuse to sell.” 

THe Beecu-Nut Case — “A 
trader is not guilty of violating 
its (the Sherman Law) terms who 
simply refuses to sell to others 
and he may withhold his goods 
from those who will not sell them 
at the prices which he fixes for 
their resale.” 

THe American Topacco Com- 
PANY CasE—“Practices cannot be 
regarded as fair which work the 
demoralization of the business, 
and practices cannot be regarded 
as unfair methods of competition 
if a manufacturer declines to sell 
to wholesalers who demoralize the 
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legitimate market by selling at a 
price which those in the business 
regard as insufficient to enable the 
business to be conducted with rea- 
sonable profit.” 

In the above decisions, and par- 
ticularly the decision in the Amer- 
ican Tobacco Company Case, the 
court has taken the position that 
a company is within its rights 
in declaring that it would not sell 
to jobbers who made it a practice 
to sell at a price which made it 
impossible for the jobbers to carry 
on business with reasonable profit 
and worked to the demoralization 
of the trade. The court main- 
tained that as long as the manu- 
facturer does not monopolize his 
line of products’and use unfair or 
fraudulent methods, he should be 
permitted to execise the privilege 
which the law accords him of se- 
lecting his customers and refus- 
ing to sell to those who undermine 
the market by becoming price cut- 
ters. 


Refusal to Buy 


Of equal importance are the 
consistent rulings of the court that 
buyers may refuse to purchase 
from manufacturers for” reasons 
sufficient unto themselves. This 
is a highly important privilege be- 
cause it insures the buyer of the 
right to decline to handle the 
products of manufacturers whose 
policies are unfair, and which do 
not permit the buyer to make a 
profit. Buyers may decline to 
purchase the manufacturer’s prod- 
ucts because the manufacturer has 
failed to suggest satisfactory re- 
sale prices. Extracts from basic 
court rulings on this point are as 
follows: 

EASTERN STATES RETAIL Lum- 
BER DEALERS ASSOCIATION CASE— 
“A retail dealer has the unques- 
tioned right to stop dealing with 
a wholesaler for reasons sufficient 
unto himself and may do so be- 
cause he thinks such dealer is 
acting unfairly in trying to under- 
mine his trade.” (This same 
policy applies to a wholesale dis- 
tributor who may stop dealing 
with a manufacturer for reasons 
sufficient unto himself.) 

RayMonpD Bros.-CiarK Com- 
PANY CasE—“Likewise a whole- 
sale dealer has the right to stop 
dealing with a manufacturer ‘for 
reasons sufficient unto himself.’ 


And he may do so because he 
thinks such manufacturer is un- 
dermining his trade by selling 
either to a competing wholesaler 
or to a retailer competing with 
his.own customers. Such other 
wholesaler or retailer has the re- 
ciprocal right to stop dealing with 
the manufacturer. This each may 
do, in the exercise of free compe- 
tition, leaving it to the manufac- 
turer to determine which customer 
in the exercise of his own judg- 
ment, he desires to retain.” 


Must Act As Individuals— 
Agreements Forbidden 


While the decisions above 
quoted establish the right of a 
wholesaler to stop dealing with 
a manufacturer because the man- 
ufacturer sells to the wholesaler’s 
customer, as well as the right of 
the manufacturer to refuse to sell 
buyers who disregard his sug- 
gested resale prices, it is highly 
important to bear in mind that all 
of the privileges enumerated must 
be exercised by manufacturers and 
wholesalers as individuals. 

Too much emphasis cannot be 
placed upon the fact that all of 
these acts are clearly legal when 
done by an individual, but be- 
come illegal when they are the re- 
sult of group action, understand- 
ings, or agreements either written 
or implied, except when such 
agreements or group action are 
authorized in codes of fair com- 
petition approved under the Na- 
tional Industrial Recovery Act. 

On the question of such agree- 
ments or understandings (except 
those authorized by approved 
codes of fair competition) the 
courts have ruled that—*. . . An 
act lawful when done by one may 
become wrongful when done by 


- many acting in concert, taking on 


the form of a conspiracy which 
may be prohibited if the result be 
hurtful to the public or to the in- 
dividual against whom the con- 
certed action is directed.” 

The wholesaler who refuses to 
deal with a manufacturer for any 
reason whatsoever must do so en- 
tirely as a result of his own deci- 
sion and not as a result of agree- 
ments or understandings with 
others. Similarly, while the man- 
ufacturer has the right to refuse 
to sell those who disregard his 

(Continued on page 70) 
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OWS the 


Hardware prices are probably 
easing off on the average, but are 
giving ground with unexpected slow- 
ness. The downward changes are 
due less to basic commodity changes 
than to competition, or better eff- 
ciency, among makers of finished 
goods. In no small measure current 
concessions are due to jobber price- 
cutting, with no backing, whatever, 
of change by the manufacturers. 





ADVANCES BEING ANTICIPATED 


Weatherstripping 


ADVANCES BECOMING EFFECTIVE 
Bone Dry Shellac 
Plumbing Enameled Ware 
Pottery Plumbing Goods 
Wrought Steel Washers 
Turpentine 
DECLINES BECOMING EFFECTIVE 
Flint and Emery Cloth 
Lead Air Rifle Shot 
Leads, Traps and Bends 


August 


* * * 
Ist Wire mills have been sur- 
1935 


prised by the volume of business 
placed recently. While not large, 
this has run well above expectations. 
This is one of the seasonably dull 
periods of the year, and a dampen- 














Perhaps the summer lull has 
caught up with the hardware busi- 
ness, here and there, but if so it is 
difficult to perceive, and promises to 
be of short duration. Not only are 
sales of summer goods keeping up 
remarkably well, but already ship- 
ments of fall supplies are starting 
on previously booked “futures.” A 
new angle, not noted for many pre- 
ceding seasons, is the wider assort- 
ment of seasonable merchandise in- 
cluded this year in the retailers’ 
orders. Instead of sticking to the few 
indispensables, the average store- 
owner is again enlarging his variety 
of patterns, sizes and price range. 
Many, if not most, firms have under- 
bought on their summer lines. Mer- 
chants have complained because 
wholesalers’ stocks have been pruned 
too close and, disappointed in their 
reliance upon quick fill-ins, annoy- 
ing shortages have been reported. 
Apparently one effect already is an 
earlier and larger buying for fall, 
to forestall similar miscalculation. 


*+ + 


Carry-over stocks will be so 
light for jobbers and retailers alike, 
this month and next, that the usual 
clearance sales are likely to be re- 
stricted or omitted. In every men- 
tion of the summer’s activities one 
hears of a few outstanding gains. 
For example, electric refrigerators 
have reached a new peak and the 
movement of electrical kitchen appli- 
ances and fans has been the heaviest 
in several years. Due to the largest 
tourist traffic since 1930, the demand 


for camping and sports supplies, and 
for luggage, has continued strongly. 
There was even an unexpected pick- 
up of department store sales during 
the first half of July—ordinarily a 
very dull period. 

Z * * & 

Country-wide retail selling, 
according to Dun’s latest summary, 
is running 8 to 20 per cent ahead of 
last summer. The Middle West has 
been doing especially well, and for 
almost the first time in recent years 
sales gains in the industrial areas 
are notable. Decisions of Federal 
courts holding unconstitutional sev- 
eral provisions of the Agricultural 
Adjustment Administration program 
—coming soon after the freeing of 
American business from the restric- 
tions of the NRA—have encouraged 
industries to move forward. The tax 
situation is, of course, acute, with a 
lot of increases threatened, and with 
the Government facing the loss of 
many millions in processing tax rev- 
enues, but industrial gains do not 
appear to have been held down by 
these prospects. In fact, it is be- 
lieved that the reason is two-fold, 
for the current substantial upturn in 
business and in security prices. 
First, a natural recovery, from pent- 
up demand, is now beginning to ex- 
ert itself as business sees a curbing 
of governmental interference. Sec- 
ond, there is an increasing recogni- 
tion that the Administration’s infla- 
tion measures are forcing prices 
upward, and that money can best be 
conserved by investing it now in tan- 
gible merchandise. 


ing influence has been some price 
concessions by wholesalers in cer- 
tain areas. Mills are holding prices 
firmly and intend to do nothing about 
the declines which any wholesaler 
may choose to make out of his 
meager gross margin. Distribution 
of nails for building and repairing 
is believed to be increasing a little. 
While building remains quite light, 
it is showing worthwhile gains. A 
heavy movement of wire products to 
agricultural sections keeps up, while 
farmers are more inclined toward 
spending. 
* * * 

Commodity prices at whole- 
sale have lately averaged mildly 
higher. The Daily Commodity In- 
dex, compiled by Dun & Bradstreet, 
Inc., advanced to 117.41 on July 15, 
as compared with 117.00 a week 
earlier, or a rise of 0.4 per cent. 
The index shows a gain of 2.5 per 
cent over a year ago. Grains, tex- 
tiles, metals and rubber were firm 
and higher, while livestock, silver 
and coke developed weakness. The 
lead market made three advances of 
five cents each early in July. Cop- 
per is holding steady. Grains have 
fluctuated widely. Wheat advanced 
at first (on continued reports of 
black rust in the spring wheat belt) , 
carrying corn and other grains with 
it. Some of this gain was lost, how- 
ever, when the Government released 
its July 1 crop report, indicating a 
total wheat yield of 731,000,000 
bushels. This was larger than had 
been anticipated, comparing with a 
final crop of 497,000,000 bushels a 
year ago, but the compilation was too. 
early to take account of the possible 
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“rust” damage, which has developed 
more recently. 
* * * 

Although buying of hides has 
lately been quiet, prices have re- 
mained unchanged from their pre- 
vious firm level. Leather prices also 
were steady and unchanged for the 
latest week reported. While manu- 
facturers have been hesitating, to 
some extent, to purchase raw ma- 
terial, they are beginning to feel the 
necessity for replenishing their 
stocks. Orders to shoe manufac- 
turers are said to be picking up. 
Prices on cotton goods, which for 
many weeks had been largely nomi- 
nal, have been further weakened by 
the court decisions concerning the 
processing taxes. 

* * * 


A further rise in the steel 
ingot production rate was estimated 
for last week by the American Iron 
and Steel Institute. Operations were 
figured at 42.2 per cent of capacity, 
against 39.9 per cent in the previous 
week, and the highest since the 
spring. This situation, says The 
Iron Age, is in sharp contrast with 
that existing a year ago, when the 
operating rate was 27.2 per cent and 
the industry headed for a decline ex- 
tending over two months. Now im- 
proved activity in August already 
is a foregone conclusion. 

+ & 


The sharp increase in steel 
production in the middle of the sum- 
mer is credited largely to improved 
business in bars, structural steel and 
tin plate. Railroad purchases are 
being made somewhat more freely, 
since the prospect of general indus- 
trial improvement in the fall is lead- 
ing the carriers to examine carefully 
the condition of their rolling stock 
and trackage. Forecasting higher 
steel-making operations, scrap prices 
have risen at several important con- 
suming centers. 

* * 


Reports from almost every 
section of the country indicate that 
machine tool and machinery sales 
are continuing at a level much high- 
er than expected for this summer, 
according to the American Machin- 
ist. Several machine tool builders 
are solidly booked well into the au- 
tumn and a few are quoting 1936 
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deliveries. Part of this situation is 
due to the active buying of motor 
car makers, preparing for new mod- 
els. Part is due to shortage of cer- 
tain types of skilled workmen. 

* * * 


Prices on carriage and ma- 
chine bolts are being very well main- 
tained by the manufacturers, and 
there is a closer following by the 
jobbers of the manufacturers’ sched- 
ules from week to week. The last 
price change was a 5 per cent ad- 
vance, generally recognized as mod- 
erate and needed by the bolt mak- 
ers, and this doubtless accounts for 
most of the current steadiness. Not 
so much can be said for the latest 
screw advance, which was rather 
radical, and while probably equally 
needed, seems to be slow in getting 
established. It is likely that costs 
to the larger buyers for the rest of 
the quarter will be a compromise 
between the old and new levels. 

* * * 


Lawn mower prices for the 
1936 season have been announced, 
showing little change in the higher- 
priced lines, but with a drop of 
about 10 per cent on the four and 
five-blade competitive models, with 
8 and 10-in. wheels. The manufac- 
turers’ dating terms have been short- 
ened to April 1 instead of May 1, as 
heretofore, and all quotations are of- 
fered subject to withdrawal or 
change without notice. 
* & 


Manufacturers of plumbing enam- 
eled ware have made advances av- 
eraging 10 per cent on all items ex- 
cept 42-in. sinks, leg tubs, and 17 x 
19-in. lavatories, which have been 
marked up about 15 per cent. Pot- 
tery ware manufacturers have ad- 
vanced washdown closet combina- 
tions about 11 per cent. This is the 
second advance on closet combina- 
tions since the drop of 20 per cent 
which took place last September. 
The advance on enameled plumbing 
ware is the first since the September 


decline. 
* # & 


Later news concerning flint 
paper and emery cloth indicates a 
change more substantial than report- 
ed in the last issue of HARDWARE 
Ace. 9 x ll-in. flint paper sheets 
have been reduced from 40 per cent 
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basis to 48 per cent, 834 x 1014-in. 
sheets were correspondingly dropped 
from 52 per cent basis to 61 per 
cent. Boxed sheets of the same size 
were dropped from 46 per cent basis 
to 56 per cent. Emery cloth sheets 
have been reduced from 29 per cent 
basis to 38 per cent. Garnet paper 
remains unchanged. 
* & & 


Standard wrought steel wash- 
ers have taken their first list price 
change in 25 years, new lists being 
issued July 15 by all leading com- 
panies. The changes were relatively 
slight, involving an increase of 20 
cents per 100 lb. (to $9.20) in the 
base lists, covering sizes % to 11% 
in. inclusive, with 34-in. washers 
now being added to the base group. 
The advance on 5% and % in. was 
10 cents per 100 lb. list. Two new 
diameters have been added to the 
regular schedule, washers for 234-in. 
diameter bolts listing at $11.50 per 
100 Ib. in kegs, and for 3-in. diame- 
ter at $12.50 per 100 lb. Extras 
have been increased for all packages 
intermediate between 200-lb. kegs 
and 1-lb. paper boxes. 

+¢ + 


Lead air rifle shot was re- 
duced 15 cents per case on the large 
“Boy Scout” tubes, packed 100 to the 
case, and a 40-cent drop per case 
was made on the small tubes. Quo- 
tations on bag shot were unchanged. 

+ + 


Lead traps and bends were re- 
duced, effective July 11, approxi- 
mately 15 per cent, and combination 
lead and iron bends and ferrules 
about 1214 per cent. No change oc- 
curred at this time on lead pipe and 
sheet lead. 

* * + 

An exception to the generally 
firm prices on fall lines is reported 
in the case of some types of weather- 
stripping, where competitive price 
cuts have been offered for some of 
the larger orders. There has been 
no official change in the market, but 
it would not be surprising if a gen- 
eral revision should occur. 

* * * 


Trade bulletins report July 
advances on bone dry shellac rang- 
ing from 11% to 2 cents per lb., due 
to a short crop in India, and threat- 


(Continued on page 74) 
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Special Through Train From Chicago 
To Atlantic City October Convention 
Again Sponsored By Hardware Age 


Convention scheduled for October 21 to 24, 1935 | 
with headquarters at Marlborough-Blenheim Hotel. | 
Special train avoids necessity of change at North | 
Philadelphia station via Pennsylvania Railroad. Will | 
arrive Atlantic City Saturday or Sunday according 
to expressed majority preference. 


A special through train, with- | ough-Blenheim, Hotel Dennis. 
out necessity for changing at| The Claridge Hotel and The 
North Philadelphia station will Shelbourne. Rates in-clude 
again be sponsored by Harp- | 
warE ACE in connection with | 
the coming October convention | 
in Atlantic City. It will be| 
a thoroughly modern train with | 
latest equipment and air con- | 
ditioned throughout. Its de- 
parture from Chicago, via Penn. | 
sylvania Railroad, will be either 
on Saturday, October 19, or} 
Sunday, October 20, depending 
upon the expressed majosity 
opinion from those who plan to 
take advantage of this conven- 
ient transportation. Through 
round trip tickets from any 
point west of Chicago or from 
any point enroute may be 
scheduled on this special train 
at the usual reduced special 
convention rates. Further par- 
ticulars will be announced later. 

The Forty-first Annual Con- 
vention of the National Whole- 
sale Hardware Association and 
the Seventy-first Semi-Annual 
Convention of the American 
Hardware Manufacturers’ Asso- 
ciation will be held jointly at 


single or double rooms with or 
without bath; American or 
European plan. 

All who plan to attend are 


Delegate Lists will be mailed to 
every member of the manufac- 
turers’ association, Sept. 3. 


| These lists should be returned to 


| 
| 


| urged to make reservations at an | 


the secretary’s office promptly 

so that individual railroad cer- 

tificates may be issued, and 

identification badges prepared 

in advance. 

WORTHINGTON CO. HOLDS 
EMPLOYEES PICNIC 


The employees and executives 


early date in order to secure | of the Geo. Worthington Co., 


necessary accommodations, as 
past experience has proven that 
hotel bookings are extremely 
heavy following this announce- 
ment. 

Blank forms for the filing of 








Atlantic City, N. J., Monday, 
October 21 to Thursday, October 
24, inclusive, with headquarters 
at the Marlborough-Blenheim 
Hotel. 


Nesco to Adhere to 


The announcement was made 
by George A. Fernley, secretary- 
treasurer of the wholesale asso- 
ciation, 505 Arch St., Philadel- 
phia, Pa., and Charles F. Rock- 
well, secretary-treasurer of the 
manufacturers’ association, 342 
Madison Ave., New York City. 

Reduced railroad fares of one 
and one-third fare for the round 
trip will be available from all 
points, and complete informa- 
tion will be mailed later. Hotels, 
offering rates, are: Marlbor- 


Ad 





Alfred J. Kieckhefer, president 
of National Enameling and 
Stamping Co., Milwaukee, Wis., 
manufacturers of household uten- 
sils including porcelain enameled 
ware, recently announced that 
there would be no reduction in 
wage rates paid and no increase 
in hours, thereby maintaining 
the standards set up under the 
basic code of the Fabricated 
Metal Products Federation. 
There will be maintained the 
fair trade practice provisions es- 





Code Wages and Hours 


tablished under the codes gov- 
erning the distribution of its 
products. 

Mr. Kieckhefer feels that 
merchants should welcome the 
opportunity of joining with 
companies maintaining the fair 
standards established as _ it 
should assist in the stabilization 
of conditions in the industry, 
encourage ethical business con- 
duct and eliminate unfair, un- 
scrupulous and destructive busi- 
ness practices. 


hardware wholesalers at 802- 


| 832 St. Clair Ave., N. W., Cleve- 


land, Ohio, were present at a 
picnic, July 6, at Nela Park in 


| that city. More than 800 em- 








ployees and their families at- 
tended, the park being reserved 
exclusively for the company’s 
use. 

Arrangements were made for 
everyone to take along a picnic 
lunch and supper, as the outing 
was planned to last into the 
evening. The afternoon was 
given over to sports and games 
under the direction of J. Kemeny, 
supervisor of Cleveland Play- 
grounds, and in the evening from 
7 to 11 there was dancing and a 
floor show. 

The boys and girls enjoyed 
themselyes at such games as 
Lolly Pop Scramble, Blind 
Scramble, Beat Race and Tan- 
dem Race. The adults engaged 
in games of Fish Pond and 
Twenty League Boots. The Hoop 
Bean Bag Throw and Hot Po- 
tato games were only for the 
amusement of the ladies, while 
the gentlemen competed in Fire 
Eating and Tug-of-War. 

As a special feature, a Bathing 
Beauty Contest was held, and 
prizes awarded for this and the 
games. 


IOWA INDEPENDENTS TO 
DEFEND CHAIN TAX LAW 


Iowa retailers are organizing 
to defend the Iowa chain-store 
tax law against threatened court 
action by the chains. County or- 
ganizations are being formed. 
The Standard Oil Co. planned 
to cease retail chain operations 
in Iowa by June 30. Iowa’s 
chain-store tax law, which is 
much like Minnesota’s, contains 
both a specific tax on the num- 
ber of stores in the chain and a 
gross sales tax on the volume of 
business. 
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ASSOCIATE POT & KETTLE CLUBS 
CONVENED AT CARLSBAD, JUNE 28TH 


The eighth annual convention ; Mike Sweyd of M. Sweyd & Son, 
of-the Associated Pot and Kettle | factory agents, who was injured 


Clubs of America was held, June 
28 and 29, at the California 
Carlsbad Hotel, Carlsbad, Calif. 
The hotel, offering a setting of 
scenic beauty, attractive Spanish 
appointments and accommoda- 
tions, is 35 miles from the ex- 
position at San Diego and 100 
miles from Los Angeles. Ap- 
proximately 150 attended the 
convention. 

In a three-hour official session 
for delegates and interested vis- 
itors, reports were rendered and 
motions passed. The by-laws of 
the organization were completely 
revised and reenacted to provide 
for coordinating Pot & Kettle 
Clubs, granting charters and fur- 
thering the objective of the or- 
ganization. G. A. Hallenscheid, 
first president and virtual god- 
father of the Associated set-up, 
presented the new by-laws. 

For the annual Housewares Di- 
rectory, Osgood Murdock, man- 
aging editor, reported an _ in- 
crease of over 25 per cent in 
advertising volume, almost 33 per 
cent in total income and approxi- 
mately 150 per cent in net pro- 
ceeds. The convention provided 
by a resolution that a permanent 
standing directory publishing 
committee of three shall be ap- 
pointed, each member for a 
three-year term, and only one 
new member to be appointed 
each year. From the proceeds 
of the 1935 Directory, it will also 
be possible to set aside a revolv- 
ing fund for the publication of 


future directories which here- | 


after are planned for the first of 
each year. 

G. C. Gillian, sales represen- 
tative from San Francisco, suc- 
ceeded Francis F. Regan, sales 
manager of the Union Hardware 
& Metal Co., Los Angeles, as 
president. C. A. L. Wilson, 
Pyrex sales representative for the 
Far West, succeeded A. J. 
Howell, Rome copper ware sales 
representative, as first vice-pres- 
ident. A. Hellenthal, department 
manager of Bon Marche, Seattle, 
Wash., continues as second vice- 
president. Paul Neumann, buyer 
of American Factors, Inc., Hono- 
lulu and San Francisco, suc- 
ceeded George P. Wilcox of Los 


Angeles as_ secretary-treasurer. 
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with his wife in an automobile 
accident en route to the conven- 
tion from San Francisco, is the 
new publicity director, succeed- 
ing J. V. Guilfoyle, secretary of 


the Southern California Retail | 


Hardware Association. 


A dinner-dance, Saturday eve-, 


ning, June 29, climaxed the 
meeting. Mr. Hallenscheid was 
toastmaster. Osgood Murdock 


toasted the President of the 
United States, and George Slater, 
representative of Vollrath, toasted 
and greeted the ladies. 

In his general welcome, Toast- 
master Hallenscheid pointed out 
that the first Pot and Kettle 
Club was founded on the West 
Coast in 1923 and, “because the 
fundamentals were sound and 
make for happiness and prog- 
ress,” other clubs have been 
formed (now active at Los An- 
geles, San Francisco, Seattle and 
Oakland), and the central, as- 
sociated organization has func- 
tioned. Furthermore, coopera- 
tive groups are forming in all 
parts of the country, throughout 
the housefurnishing industry, 
patterned after the original West 
Coast units. 

In paying tribute to retiring 
President Regan and presenting 


a wrist watch in testimony, the 
toastmaster acclaimed “one of 
those rare men who always finds 
time for one more task and does 


every task well; a friend, gen- | 


erous, simple, honest, kind, un- 
selfish, with a rich sense ot 
humor and faithful devotion to 
duty.” 


ATLAS TACK EXTENDS 
VACATION INVITATION 


Atlas Tack Corp., Fairhaven, 


| Mass., extends an invitation for 
| a vacation on Cape Cod, where 


there is abundant fishing, good 
swimming and _ sailing. where 
there are cool breezes and hun- 
dreds of miles of good roads 
through quaint 
scenery that’s different. 

The invitation is printed on a 
map of’ the Cape, published by 
Atlas, for. posting on bulletin 
boards, where employer and em- 


| ployée cafi see it and take advan- 


| tage of the opportunity. 
| mobile *xdads 


Auto- 
that take one 
through the Cape are marked, 


| and a series of drawings illus- 


trate the various sections of the | 


Cape Cod country. To help you 


enjoy yourself and get more fun | 


out of the trip, Atlas will suggest 
where to go, what to see. 

All, who avail themselves of 
the invitation, are urged to pay 
an informal visit to the 12-acre 
Atlas plant. 





Right, FRANCIS F. REGAN, president, Union Hardware & Metal Co., 
Los ed Pot & 


Angeles, retiring president, 
America, and left, G. C. 
Associated Pot & Kettle Clubs of 


Associat 
GILLIAN, a Sales Co., new president, 


Kettle Clubs of 


erica. 


villages and | 


J. E. STONE HONORED 
| BY CONN. GOVERNOR 


Joseph E. Stone, vice-president 
| in charge of sales, The Stanley 
Works, New Britain, Conn., has 
been appointed a member of the 
New England Interstate Water- 
ways Commission. He will rep- 





| 





JOSEPH E. STONE 


| resent Connecticut by special ap- 
pointment of Gov. Albert Cross 
of that state. Mr. Stone has 
long been actively interested in 
| municipal, state and educational 
matters and was chosen in rec- 
ognition of this interest and be- 
cause of his prominence in the 
| New England industrial field. 

To the hardware industry, Mr. 
Stone is no stranger. He served 
two terms as president of the 
American Hardware Manufactur- 
er’s Association and has sold 
hardware all over the world. 
He is equally popular in whole- 
sale and retail circles and has 
always shown an active interest 
in trade problems. 

Connecticut’s representation on 
the commission includes six other 
prominent business men, who, 
like Mr. Stone, have their own 
regular business to attend to, but 
willingly give their time also to 
these public duties in a spirit 
of good citizenship. 





DON D. SMITH NOW 
WITH BRIGGS MFG. 


Don D. Smith, former vice- 
president and general sales man- 
ager of the Richmond Radiator 
of New York, has been ap- 
pointed director of sales of the 
new plumbing ware of the Briggs 
Briggs Manufacturing Co., De- 





troit, Mich. 
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SHERWIN-WILLIAMS CO. 
GIVES SERVICE AWARDS 


George A. Martin, president 
of the Sherwin-Williams Co., 
Cleveland, Ohio, presented 
watches and long-service certifi- 
cates to R. N. Ballow, H. M. 
Krimbill and C. M. Lamperly. 
The presentations were made at 
a meeting, July 14, at the Pep- 
per Pike Country Club for the 
district managers who were in 
Cleveland that week for a spe- 
cial sales conference. Each of 
these 25-year men started in 
humble positions and have raised 
themselves to key positions. They 
have all seen and participated in 
much of the company’s expan- 
sion. 

Mr. Ballow, upon first joining 
the company, was a special cor- 
respondent for insecticide sales 
promotion at Newark, N. J. To- 
day he is in Dallas as the Texas 
district manager, which position 
he gained in 1921. 

Mr. Krimbill joined the firm 
as a clerk in the St. Louis office 
in 1910. In 1934 he came to 
Cleveland to fill his present posi- 
tion as general sales manager of 
retail sales. 

Mr. Lamperly started in 1907 
as a clerk in the advertising de- 
partment and today holds the 
. Position of general manager of 
publicity. He has been with the 
firm all this time, except for 
three years, from 1911 to 1914, 
when he was with the American 
Multigraph Co. as advertising 
manager. 

MARSHALL-WELLS NAMES 

INDUSTRIAL SALES MGR. 


Marshall - Wells Co., Duluth, 
Minn., hardware distributors, has 
announced the appointment of 
G. W. Shields as industrial sales 
manager. Mr. Shields was for- 
merly a buyer and, prior to that, 
a salesman on the Mesabi Range 
area. 





COLUMBUS McKINNON 
NAMES REPRESENTATIVE 


Don S. Brisbrin, vice-president 
in charge of sales, Columbus Mc- 
Kinnon Chain Corp., Tonawanda, 
N. Y., announces the appoint- 
ment of George G. McDonald, 
1017 Republic Bank Bldg., Dal- 
las, Tex., as sales representative 
for the hardware and mill sup- 
ply trade in Texas, Oklahoma 
and Arkansas. 





PICNIC OF PITTSBURGH 
PAINT SALESMEN’S CLUB 


The eighth annual picnic of 
the Pittsburgh Paint Salesmen’s 
Club was held, July 13, at the 
Hickories in North Park. 

The picnic this year was a 
“stag” for the first time, and, 
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if attendance was a barometer, 
the members were in favor of it. 
Among the guests were: Charles 
I. Ray, president of the Pitts- 
burgh Master Painters and Dec- 
orators Association, and George 
Cummings of the Pittsburgh 
Production Club. 

The club has adjourned for 
the summer months, and the next 
meeting will be held in Septem- 
ber. Those wishing to enroll for 


| the new educational program, 


which will start in October, 
should communicate with the 
secretary, E. K. Collingwood of 
the Watson-Standard Co. 





FREDERICK M. WOLFF 
JOINS WESTINGHOUSE 


Frederick M. Wolff, recently 
of the Graduate School of Yale 
University, has joined the Com- 
mercial Engineering Department 
of the Westinghouse Lamp Co., 
Bloomfield, N. J. 





FREDERICK M. WOLFF 


Following his early education 
in New Haven and at Phillips 
Academy in Andover, Mass., Mr. 
Wolff entered Sheffield Scien- 
tific School at Yale. He gradu- 
ated in 1932 with a B. S. Degree 
in Electrical Engineering and 
entered the Graduate School. In 
1932 he completed the first year 
of graduate work and then con- 
tinued his studies in the School 
of Fine Arts, majoring in stage 
lighting under Professor R. Mc- 
Candless. He received a master 
of Fine Arts Degree this year. 

With Westinghouse, Mr. Wolff 
will engage in Illuminating En- 
gineering in the field of resi- 
dential and stage lighting. 





CHICAGO ASSOCIATION 
CHANGES NAME 


The Glass and Pottery Associ- 
ation of Chicago is-the new 
name of the former Glass, Pot- 
tery, Lamp and Housefurnishing 


| Association of Chicago. This 
| action was taken at a recent 
meeting of the organization 
held in the Merchandise Mart. 





SHADBOLT & BOYD 
HOLDS FIRST ANNUAL 


PICNIC 
Employees of the Shadbolt & 
Boyd Co., Milwaukee, Wis., 


wholesale hardware firm, will 
hold their first annual picnic, 
Aug. 11, at Hilgen Spring Park, 
Cedarburg. Price Morgan Davis, 
president of the company, will 
be guest speaker, and other com- 
pany officials, guests of honor. 
Arthur S. Wetzler heads the em- 
ployees’ committee in charge of 
arrangements. 


GEUDER, PAESCHKE & 
FREY TO ADD TO PLANT 


Permit for construction of a 
$12,000 addition to the Geuder, 
Paeschke & Frey Co. plant at 
Milwaukee, Wis., to replace a 
present frame building, was is- 
sued, July 19. 


TRADE-RITE STORES 
FORMED ON COAST 


Organization of 29 indepen- 
dent hardware dealers into the 
Trade -Rite Hardware Stores, 
Inc., was recently announced by 
L. R. Jackson of G. B. Jack- 
son & Sons, president of the 
new group. As organized, the 
Trade-Rite Stores, Inc., has a 
unit in every district in San 
Francisco. 

The primary purpose is to en- 
able independent merchants to 
merchandise and advertise on a 
much larger scale. The Trade- 
Rite idea came into being three 
years ago in Cleveland and 
spread to Pittsburgh, Cincinnati, 
Buffalo, Toledo, Akron, Detroit 
and Los Angeles. 

Assisting Mr. Jackson are the 
following officers: I. S. Geer, 
vice-president; Charles Ruggles, 
secretary; L. M. Lusher, trea- 
surer, and William F. Riley, 
chairman of the merchandising 
and advertising committee. 





ARTHUR E. MEIGS TO 
REPRESENT BOICE 


Arthur E. Meigs has recently 
been appointed direct represen- 
tative for 
Woodworking Machinery, manu- 
factured by W. B. & J. E. Boice, 
Toledo, Ohio. 

Mr. Meigs maintains offices at 
1209 Olive St., Philadelphia, Pa. 
He will have charge of sales of 
this equipment in eastern Penn- 
sylvania, southern New Jersey, 
Maryland and the District of 





Columbia. 


Boice-Crane Bench-° 





BOSTON CONFERENCE ON 
DISTRIBUTION SEPT. 23 


Announcement that the Sev- 
enth Boston. Conference’ on Dis- 
tribution will be held at the 
Hotel Statler, Sept. 23 and 24, 
was made by Daniel Bloomfield, 
manager of the Retail Trade 
Board of the Boston Chamber of 
Commerce and director of this 
national forum. 

The two major themes of this 
year’s conference, which will 
bring leading business executives 
from all sections of the United 
States and Canada to Boston, 
will be “Distribution and the 
Consumer” and “Government 
Policies and Distribution.” 

Among the noted experts, who 
will discuss special aspects of 
distribution, are: Colby M. Ches- 
ter, Jr., president of the General 
Foods Corp.; Mrs. Emily Newell 
Blair, chairman of the Consum- 
ers’ Advisory Board, Washing- 
ton, D. C.; Ernest C. Hastings, 
president of Dry Goods Econo- 
mist; Gilbert P. Farrar, Typo- 
graphic Counselor, American 
Type Founders Sales Corp.; 
Roscoe R. Rau, executive vice- 
president, National Retail Furni- 
ture Assn.; R. S. Alexander, as- 
sistant professor of marketing, 
Columbia University; Colonel 
Clarence O. Sherrill, president, 
American Retail Federation, and 
others. 

The conference is sponsored 
by the Retail Trade Board of 
the Boston Chamber of Com- 
merce, the Harvard University 
and Boston University Schools 
of Business Administration and 
the Massachusetts Institute of 
Technology. 


STANCO INC, STOPS 
IMITATIONS OF FLIT CAN 


Stanco Incorporated, New 
York City, has again been suc- 
cessful in stopping imitations of 
the well-known Flit Spray Can. 
In this case, action was against 
the Sun Klean Chemical Co. and 
Jack Buxbaum and Julius Stein- 
hart before Hon. Alfred C. Coxe, 
District Judge of the United 
States District Court of the 
Southern District of New York. 
Judge Coxe issued a temporary 
injunction against the defen- 
dants, restraining them from sell- 
ing or offering for sale any 
insecticide or goods substantially 
the same descriptive properties, 
cans, labels or containers which, 
by imitation or otherwise, are 
likely to be mistaken for the 
Flit can marketed by Stanco 
Incorporated. 

Stanco Incorporated states that 
they will not cease to bring suit 
against any and all who attempt 
to imitate the Flit can. 
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NATIONAL PLAY SAFE 
WEEK, AUG. 4 TO 10 


Hardware and sporting goods 
dealers have been invited by 
Miss Gladys Liggett, vice-presi- 
dent of the Three-In-One Oil 
Co., New York City, to cooper- 
ate in National Play Safe Week 
from August 4 to 10. This safe- 
ty week is being held in con- 
junction with the Three-In-One 
Safety League, a national safety 
organization for children spon- 


‘ sored by the Three-In-One Oil 


Co. 

Reports from all sections of 
the country indicate that the 
League, instituted last Septem- 
ber, has played a decisive part 
in establishing greater safety 
records for children of the bi- 
cycle-riding and _ roller-skating 
ages, as well as in general play, 
according to Miss Liggett. 

All members of the League 
have passed fundamental rules 
governing bicycle riding and rol- 
ler skating and have been sent 
a badge or felt emblem from the 
national headquarters in New 
York. These badges bear three 
C’s, standing for Caution, Court- 
esy, Cooperation, the motto of 
the organization. They have 
been equipped with handbooks of 
rules giving proper answer to 
all plays as well as simple prob- 
lems. 

Dealers are urged to build up 
to Play Safe Week through dis- 
plays of Safety League material, 
contact with newspapers to get 
them to use local stories about 
the League, to invite all chil- 
dren whose membership in the 
League has emanated from their 
stores to wear their badges, to 
remind them of their pledges, to 
call attention to the special 
drive through their advertising 
and to equip themselves with 
adequate membership blanks to 
take care of the demand. 

The interest of the dealers will 
be reflected in sales to parents 
who appreciate their efforts in 
behalf of the safety of their chil- 
dren and to the children who 
have. been made to feel that the 
dealers are their friends. 

Miss Liggett urges all dealers, 
now cooperating with the League, 
as well as those who wish to 
participate in it, to supply them- 
selves with adequate material 
and exercise every ingenuity 
toward making the week a suc- 
cess in their communities. Ad- 
dress all requests to Miss Liggett 
at 170 Varick St., or Three-In- 
One Safety League Headquar- 
ters, 80 Varick St., New York 
City. 

LOS ANGELES POT CLUB 
DISPERSES FOR SUMMER 


The Los Angeles Pot and 
Kettle Club, in accordance with 
the usual custom, will dispense 
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with all meetings during the sum- 
mer months. Club activity will 
resume the first Tuesday in 
September. 


WRIGHT-BURTON HDW. 
COMPANY ORGANIZED 


The Wright-Burton Hardware 
Co., 220 S. Summit St., Arkan- 
sas City, Kan., officially came 
into being July 1 as successor to 
the Al. G. Wright Hardware 
Co., which has been in business 
there since December, 1921. The 
firm had a formal opening at its 
store and will specialize in shelf 
and builders’ hardware, elec- 
trical appliances and bulk gar- 
den seed. 

The Wright-Burton Hardware 
Co. consists of Al G. Wright, 
president and general manager; 
W. E. (Bill) Burton, vice-presi-, 
dent and merchandise manager, 
and Stephen Wright, secretary- 
treasurer. 

Al G. Wright has spent 36 
years in the wholesale and retail 
hardware business and is past 
president of the Western Retail 
Hardware Association. Bill Bur- 
ton has been connected with the 
hardware business in Arkansas 
City for 17 years. Stephen 
Wright has been around a hard- 
ware store all his life. 

With this background and 
knowledge, the firm is prepared 
to give a brand of service in 
keeping with the store, which is 
one of the most up to date in the 
Southwest. 

GENERAL ELECTRIC CO. 
ANNOUNCES PROMOTIONS 


Announcement of a number of 
promotions in the specialty ap- 
pliance department of General 
Electric has been made by P. B. 
Zimmerman, department man- 
ager. 

Fielding Chandler succeeds 
A. A. Uhalt as manager of the 
dealer division, Mr. Uhalt having 
resigned to entef another line of 
the business. Mr. Chandler has 
been in the dealer division for 
some time. E. H. Norling, for- 
merly of the sales promotion di- 
vision, has been transferred to 
the dealer division. 

M. T. Bard, who has been con- 
nected with the department’s 
commercial division, has been 
named manager of the newly 
created kitchen waste unit divi- 
sion. 

Lawrence Jennings, who for 
several years has been commer- 
cial manager of the Eastern 
Shore Public Service Co., Salis- 
bury, Md., has been named as an 
assistant to H. H. Bosworth, 
manager of the central station 
divisions. W. D. McKelvie of 
the central station division has 
been named western manager of 
the division, with headquarters 





in Chicago. J. M. Walker is 
eastern manager of the division, 
with offices in New York. 

Mr. Jennings, before going 
with the Eastern Shore Public 
Service Co., was connected with 
the Virginia Public Service Co. 

M. D. Grow, in charge of sales 
training, has been transferred 
from the sales promotion divi- 
sion to the sales division, headed 
by A. M. Sweeney. 





AKRON ALLIED HARD. 
WARE STORES HOLD 
PICNIC 


An old-fashioned basket picnic 
featured the annual outing of the 
Allied Hardware stores of Akron, 
Ohio, held in High Mills Park, 
near here. There was a program 
of sports, music and games and 
a baseball game between the pro- 
prietors and clerks, the latter 
winning. 

In charge of the arrangements 
were: Howard L. Abram, Marsh 
Hardware Co.; Grant L. Young, 
Temple Square Hardware Co., 
and L. R. Bickerhoof, Patterson 
Hardware Co. 





AMERICAN WINDOW 
GLASS CO. ANNOUNCES 
CHANGES 


Effective July 15, the follow- 
ing changes in the sales organi- 
zation of the American Window 
Glass Co., Pittsburgh, Pa., were 
announced: 

Charles H. Pascoe, who has 
been western sales agent, with 
headquarters at Chicago, has 
been appointed director of sales, 
with headquarters at Pittsburgh; 
George H. Mayer, general sales 
agent, resigned. Howard UH. 
Parker has been appointed as- 
sistant director of sales, with 
headquarters at Pittsburgh. 

David Brunswick, who has 
been southwestern sales repre- 
sentative, with headquarters at 
St. Louis, has been appointed 
western sales representative, 
with headquarters at Chicago. 
W. H. Patterson, who has been 
attached to the office of Dudley 
Onderdonk, eastern sales repre- 
sentative, has been appointed 
southwestern sales representa- 
tive, with headquarters at St. 
Louis. 





4000 SEE LARGEST HOUSEFURNISHING 
SHOW IN NEW YORK, JULY 10 TO 19 


Despite the hot weather, the 
New York Housefurnishing 
Show, held at the Hotel Pennsyl- 
vania, July 10 to 19, went down 
in housewares history as the 
largest of its kind ever held on 
the eastern coast. Official esti- 
mates from headquarters place 
the registrations at approximately 
4000. 

Judging from the amount of 
business actually placed, it was 
generally felt that prospects for 
fall were good. Prices were re- 
ported to have held firm on all 
lines with some very few excep- 
tions. Both buyers and manu- 
facturers felt price increases in 
many lines were not improbable. 

The usual line of ‘“‘promo- 
tional” items was offered by 
many of the exhibitors, but it is 
reported that buyers were not so 
keenly interested as in former 
years. There was a consensus 
of opinion, however, that most 
buyers were chiefly interested in 
higher grades and _ qualities 
which would net them larger 
profit margins. 

One of the new features this 
year was the addition of china 
and glassware lines to the regu- 
lar displays of housewares. Pre- 
viously, the china and glasswares 
manufacturers have not exhibited 
with housefurnishing lines. It 
was found, however, that about 
50 per cent of the buyers bought 
both lines, and the combination 





exhibit seems to have met with 
approval. 

Included among the goods 
shown were glass dinnerware 
sets, finished in white and deco- 
rated to imitate chinaware, made 
to retail around $4.50 in a ser- 
vice of eight. 

Trends revealed by the show 
included the increasing tendency 
to elaborate decoration in small 
electrical appliances, the growing 
importance of the fireplace in 
homes, as indicated by the ex- 
hibits of fireplace sets and appli- 
ances offered by more than a 
score of manufacturers, the ten- 
dency toward the use of wood 
for buffet table bowls and dishes 
as well as for kitchen utensils, 
and the extent to which produc- 
ers now produce novelty prod- 
ucts in the home “gadget” field. 

The show occupied four floors 
of the Pennsylvania Hotel and, 
as usual, was efficiently man- 
aged by Mrs. Flo English. The 
entertainment features included 
boat rides, shore dinners, stag 
banquet, bridge parties for the 
ladies and the drawing for a 
Ford automobile. The secretary 
announced that buyers came 
from every state in the Union 
and also from Cuba, Colombia, 
Chile, Porto Rico, Uruguay, Hol- 
land, England, Canada, Ger- 
many, France, Palestine, South 
Africa, Hawaii and the Philip- 
pines. 
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BRIEF ITEMS 


OF INTEREST TO THE HARDWARE BUSINESS 








ALABAMA 
The Birmingham Hardware & 
Paint Co. has taken a lease on 
a new location at 2013 First Ave., 
North, Birmingham, Ala., and 
will occupy that site some time 
in July. The company was for- 
merly located at 2014 Second 
Ave., North. 
CALIFORNIA 
The Carmel Hardware Co., 
Carmel, Cal., has been purchased 
by William A. Burke, who is re- 
opening the store in a new and 
more spacious location on Do- 
lores St. 





D. M. Holsinger is opening at 
Fallsvale, Cal., a branch of his 
store at Yucaipa, stocking it with 
hardware, lumber and _ building 
materials. 


COLORADO 
The Aurora Hardware Co., 
Aurora, Colo., has been pur- 


chased by Harlan K. Haynes of 
Vona, Colo., and will be oper- 
ated as the Haynes Hardware 
Co., Inc. 





The Smith, Lewis Hardware, 
Center, Colo., has been reno- 
vated and modernized. 

The Trinidad Hardware & 
Furniture Co., Trinidad, Colo., 
has remodeled and modernized 
its establishment. 





FLORIDA 

W. C. Pyne will open a re- 
tail hardware and paint store in 
Miami, Fla. Mr. Pyne recently 
resigned as manager of the 
Sears, Roebuck & Co. store in 
Mobile, Ala., to enter business 
for himself. 


ILLINOIS 
Asa Todd has become a part- 
ner in the hardware store pre- 
viously owned by E. W. Black, 
Mount Vernon, IIl., the store be- 
coming the Black & Todd Hard- 


ware Co. 





Frank Roth of Owaneco, IIL, 
recently sold his hardware store 
there to Thornton Stahl, who 
moved the stock to a new loca- 
tion. 





A. H. Otto has purchased the | 


hardware store of H. R. Foster 
in Deer Creek, III. 
IOWA 

Peter Balkema recently opened 

a harcware store in the for- 

mer Ellerbroek Building, Orange 

City, Iowa: Besides the hard- 





‘tors, cook stoves, washing ma- 
chines, cream separators and 
Skellgas Products. 





Forrest W. Johnson leased the 
Guy Building, Brighton, Iowa, 
and painted, remodeled and dec- 
orated the interior to make it 
suitable for a hardware store. 





Ray Mason has purchased the 


| E. L. Wagner hardware _busi- 


ness in Ruthven, Iowa. 





KANSAS 
Stanley 


Washington, Kan. 





Ralph Circle, Garden City, 
Kan., manager of the American 
Implement Co., has sold his in- 
terest in the business to A. C. 
Gottschalk, who has assumed the 
managership. 





The Opocensky Hardware 
Store, Cuba, Kan., is being re- 
modeled and put into shape. 





Julius Tillman has purchased 
the Ed V. Stone Hardware at 
Smith Center, Kan., and changed 
its name to the Tillman Hard- 
ware. 


MICHIGAN 

The Cornell Hardware Co. has | 

moved to 1942 Eastern Ave., 
Grand Rapids, Mich. 





The Gamble Store, dealers in | 
hardware and accessories, has | 
engaged in business at 99-101 
West Michigan Ave., Battle 
Creek, Mich. Bert Nickander, | 
former manager of a similar 
store im Marquette, Mich., is | 
manager. 





The South Lansing Hardware | 
Co., Lansing, Mich., has pur- | 
chased a building at East Grand | 
River Ave. and Turner, and will | 
stock the building with a com- 
plete line of hardware, paints | 
and varnishes. The store will be | 
known as the North Lansing 
Hardware Co. A. C. Bollert will | 
continue as proprietor of the | 
South Lansing store, with his 
son, Wayne Bollert, as head of 
ihe new store. 





MINNESOTA 
Emil Lindstrom, proprietor of 
the local M-W Associated Stores, 
Range Hardware and Furniture 
Co., 315 Grant Ave., Eveleth, 
Minn., recently announced the | 
opening of a new store. Assist- 


ing Mr. Lindstrom in the store | 
will be his son, Lester. The store | 


ware line, he will sell refrigera- | is to be known as hardware, 
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Habr, Barnes, Kan., | 
has sold his implement and hard- | 
ware business to Fred Stolzer, | 


| McNeel 


house furnishing, sporting goods 
and auto supply headquarters. 





W. H. Hanson is building an 
| addition to his hardware store 
|in New York Mills, Minn. 
MONTANA 
| Hersey Roberts and Beverly 
| Elsberry have opened a new 
| hardware store in Conrad, Mont. 





The F. L. Westrum hardware 
store in Hinsdale, Mont., has 
| completed improvements which 
include a new front in modern 
style. 





NEBRASKA 
F. H. Ranslem, Scribner, Neb., 
hardware dealer for 35 years, 
has sold his stock to John Lam- 
berty. 





The Montgomery & Hall hard- 
ware business of Neligh, Neb., 
has been purchased by M. C. Mc- 
Cullough. 





The hardware, implement and 
furniture business of Thomas 
Jamrog & Sons, Ashton, Neb., 
was recently purchased by Mrs. 
Agnes Jamrog. 





Vance Cox, who for some time 
has been employed by the 
Cowles-White Lumber & Hard- 
ware, Wallace, Neb., has been 
making arrangements for the 
opening of a hardware store in 


Merna, Neb. 





The stock of the Gus Knoebel 
Hardware Co., Havens, Neb., has 
been purchased by James Wolfe. 
He will operate a hardware and 


| grocery store. 





John O6esterich, manager of 
Hardware Co., North 
Platte, Neb., recently purchased 
the fixtures from Grant McNeel 
and leased the building for a 
hardware store to operate under 
the name of John’s Hardware. 





The sale of the stock of hard- 
ware of the Fred J. Price estate 
to P. O. Bartley, marked the 
close of the oldest established 


| business in Fairbury, Neb. The 
| store was started by James, Fred 
| and John Price in 1872. 





B. H. Baker, pioneer business 
man of Battle Creek, Neb., has 
turned his stock of hardware to 
his son, Howard, who will con- 
duct the business in the same lo- 


| cation, the Louie Merz Bldg. 





NEW JERSEY 
A. M. Griffen Hardware Co., 





set St., Plainfield, N. J., not in 
Somerville, as stated in the May 
23 issue of Harpware Ace. 

Damage estimated at several 
thousands of dollars was caused 
by a fire in the wareroom of the 
Kearny Hardware Co., Kearny, 
N. J., recently. No estimate has 
been reached as to the loss in 
stock. 








Hockenjos, a paint concern, 
will open a branch at Montclair, 
N. J., about July 1. It will sup- 
plement Hockenjos service now 
rendered through stores in New- 
ark, East Orange, Irvington, 
Elizabeth, Paterson and Morris- 
town. 

NEW YORK 

Fogelman’s, Inc., oldest hard- 
ware, paint and house furnishing 
establishment in downtown 
Flushing, New York, has opened 
a new store at 26-53 Main St. 
Extensive alterations were made 
to accommodate a large stock in- 
cluding a full line of hardware, 
complete line of Sherwin & Wil- 
liams paints, house furnishing, 
mechanic and plumbing supplies, 
etc. 





One of the oldest hardware 
and paint stores on Staten Is- 
land, N. Y., has changed hands 
and in the future will be known 
as J. A. Snyder & Sons, Inc. 
The stock of the Snyder-Schiel 
Corp., which had operated the 
establishment at 3001 Richmond 
Terrace, Mariners Harbor, for 
more than 50 years, has been 
purchased by John A. Snyder 
and J. Donald Snyder. 





A Blum’s Hardware store, sub- 
sidiary of the Whitestone, N. Y., 
store of the same name, was 
opened recently in Bayside, 
N. Y., at the same _ location 
formerly occupied by the Bay- 
side Hardware Co., 40-19 Bell 
Blvd. 





Zolin Hardware Corp. recently 
leased a store and basement in 
206 Broadway, New York City. 





Associated Factories, hard- 
ware, leased a floor in 13 W. 
20th St., New York City. 





William H. McGeevey and 
Michael F. McGeevey, proprie- 
tors of the Union Hardware 
Store, in the Union Block, Frank- 
fort, N. Y., recently moved their 
stock to Ilion, N. Y., where Wil- 
liam McGeevey will continue the 
business in First St. Because of 
ill health, Michael McGeevey 


Inc., is located at 24-34 Somer- | will retire from active business. 
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NORTH CAROLINA } PENNSYLVANIA 

Franklin Hardware Co., Poet | Joseph J. Zummo Hardware 
lin, N. C., kas been incorporated | Co., Norristown, Pa., has recently 
to own and operate a retail hard- | 
ware business. The authorized | 
capital stock is $20,000, with 
$13,500 stock subscribed by A. R. 
Higdon, R. M. Hudson and John 
B. Henry, all of Franklin, N. C. 


opened a branch store at 318 
West Main St. 





Levine Bros., 28-30 N. First 
St., Duquesne, Pa., have recently 
| purchased the business formerly 
operated by the Nebo Bros., 324 





pletely remodeled. 





| 


E. 8th Ave., Homestead, Pa. 

OHIO | The business, which will be op- | 

Robert’s Hardware store, 30-32 | erated as a branch of their | 
N. St. Clair St. Painesville, | Duquesne store, will be com-| 


Ohio, has undergone complete 
renovation and reorganization of 


heel | The Orr Hardware Co., Home- 
— ee | stead, Pa., owned by the late A. 





its departments. 
line is being discontinued so that 
the store may better serve its | 
patrons with wallpaper, paints, 


on the outside. The front was 
painted with orange and green 


roofing materials, floor cover- | enamel and a large Neon electric 
ings, etc. | sign was put up. Albert H. 





Backoefer who has been in hard- 
Falls Hardware Co., Cuyahoga 
Falls, Ohio, has added a com- | 
plete line of athletic goods to its | 
stock. 


ager of the store. 





J. T. McCullough of Kittan- 
| ning, Pa., has opened the first 
of his chain stores at 127 Giant 
St., Vandergrift, Pa. The chain 
will be known as the Harmac 
Stores and will be under the 





Cecil P. Dunlap has leased the 
double storeroom on the corner 
of Fourth and Clark Sts., Canton, 
Ohio, and will open a Gable 
store there. The store will carry 
a stock of auto supplies, radio 
goods, and other mechanical sup- 
plies of the hardware type. 





Abbott Brothers Hardware, 
| Bedford, Pa., was recently de- 
stroyed by fire. 








L. E. Snyder purchased the 
West Side Hardware at Marion, 
Ohio, and will move the entire 


stock and fixtures to his store in b 

: 3 een organized to conduct a gen- 
Upper Sandusky, Ohio, to be eral hardware business. Author- 
placed on sale. ized capitalization is $2,000. 
Officers are: E. W. Luther, pres- 
ident and treasurer; G. M. Bobb, 


vice-president and _ secretary. 


SOUTH CAROLINA 
The Bobb & Luther Hardware 
Co., Inc., Columbia, S. C., has 





OKLAHOMA 

The Tharp Hardware Co., 
Tonkawa, Okla., has been opened 
for business at Seventh and 
Grand Ave. Alva R. Tharp is 
president and manager, and Tom 
H. Goodwin is secretary-trea- 
surer. 





The Dixie Supply Co., Little 
Rock, S. C., has been chartered 
to deal in hardware, farm imple- 
ments, etc. J. W. Hamer, Jr., 
is president. 





OREGON 
George R. Riddle, Grants Pass, 
Ore., has sold certain interests 
in the Rouge River Hardware 
Co. to E. S. Heydenburk, W. C. 
Adams and Shipley L. Ress, re- 
taining, however, an interest, al- 
though retiring from active man- 
agership. 


The stock and fixtures of the 
Union Hardware Co., Union, 
S. C., bankrupt, went to M. 
Kirsch of Baltimore, Md., June 
26, on a high bid of $12,100. 





The Guess Hardware Co., St. 
Matthews, S. C., has been in- 
corporated to conduct a_hard- 
ware business. The authorized 
capital stock is $10,000. Officers 

I. M. Doughton has purchased | are: Ellen Guess, president; 
the partnership interest of Frank J. K. Hane, 3rd, secretary ; R. C. 
E. Sherwin in the Doughton & | Wimberly, vice-president and 


: treasurer. 
Sherwin Hardware, Salem, Ore. | 











SOUTH DAKOTA 
; A. A. Lushbough, Harrison, 
field have purchased the Blacher | Neb., recently took possession of 
Hardware Co., Pilot Rock, Ore. | the Sisk hardware store, Sturgis, 
J. W. Mansfield will be manager. | S. D. 


James E. and James W. Mans- | 


AUGUST 1, 1935 


management of F. M. Campbell. | 


| brick building. 


Reed Orr, has been redecorated | 


ware for over 45 years is man- | 


TENNESSEE 
Corliss-Seabrook Paint Co., 64 
South Second St., Memphis, 
Tenn., has leased the four-story 
building at 52 South Second for 
five years. The new store will 

be completely modern. 





The Schubert Hardware Co., 


Wartburg, Tenn., recently des- | 


troyed by fire, has reopened in 
a new brick building with a com- 
plete new stock of goods. 








Schubert Hardware Co., Knox. | 
| ville, has reopened in a new 


was destroyed by fire. 


TEXAS 


E. F. Nevans of Brownwood, | 


Tex., has recently purchased th 


The old store | 


stock and equipment of the Cen- | 


tral Hardware store there. 





Davidson-Caldwell 


Hardware | 


Co., Mineral Wells, Tex., has | 


purchased the Harris-Eddleman 
Hardware store at Graham and 


will for the present operate it | 


there. Floyd Davidson and Cal- 
vin Hazlewood will go to 
Graham. 


VIRGINIA 
Blacksburg Hardware Co., Inc., 


| Blacksburg, Va., has been char- 











tered to conduct a general hard- 
ware business. Authorized mini- 
mum capital stock is $25,000. 
M. R. Heavener is president. 
WISCONSIN 
Gehrke Bros., New London, 
Wis., held a formal opening of 
their new hardware store re- 
cently. It is a reproduction of 
the model hardware store of Hib- 
bard, Spencer & Bartlett, and 
comprises 3600 sq. ft. of selling 
space devoted to more than 20 
individual departments. 








The Sharka Hardware Co. has 
been opened on S. Brown St., 
Rhinelander, Wis., with enlarged 
quarters and modern fixtures. 





Vanek’s hardware and furni- 
ture store has been opened in 
Ashland, Wis., by Martin Vanek 
and Arthur Nystrom. 





WIS. TO PROBE FARM 
MACHINERY INDUSTRY 


The Johnson bill to create a 
special legislative committee to 
investigate the manufacture, sale 
and prices of farm machinery 
and parts thereof has _ been 
signed by Governor Phil LaFol- 
lette. The committee, to con- 
sist of two senators and three 
assemblymen, is to investigate 
also the trade practices and deal- 
ings between manufacturers and 
dealers of farm machinery in 
Wisconsin. 


| 








HARDWARE MAN 
HANDLES INDIANA 
STRIKE CONTROL 


When Gov. McCray of Indiana 
decided to call out the Indiana 
National Guard to quiet disorders 
in and around Terre Haute, Ind., 
the state’s military forces were 
under the direction of a well- 
known hardware man. _ Brig. 
Gen. Wray De Prez, commander 
of the Indiana National Guard 





WRAY DE PREZ 


is in complete charge. He will 
be recognized as the active head 
of the J. G. De Prez Co., Shelby- 
ville, Ind., a large and aggressive 
hardware department store, whose 
merchandising activities are well 
known to readers of HARDWARE 
Ace. Gen. De Prez has long 
been active in National Guard 
affairs and served as a colonel 
during the World War. 





TORONTO CLEAN UP, 
PAINT UP CAMPAIGN 


Headed by the band of the 
Queen’s Own Rifles, a procession 
of brightly painted and immacu- 
late vehicles heralded the arrival 
of Toronto’s Clean Up and Paint 
Up Campaign, June 18. 

The procession, which pro- 
ceeded to the City Hall, included 
cars containing city officials, 
Clean Up and Paint Up Cam- 
paign officials, and prominent 
citizens. In addition to city 


trucks, the parade comprised 
florists’ trucks, cleaners and 
dyers, window-cleaning organi- 


zations, and paint companies 
working for a cleaner Toronto. 
Upon arrival at the City Hall, 
the procession passed in review 
to the accompaniment of the 
regimental band music. Later, 
Mayor James Simpson, Controller 
Robbins and others addressed 
the large throng gathered there, 
urging the value of an aggres- 
sive Clean Up and Paint Up 
Campaign, both as a move to 
make a more attractive city and 
as a means of providing tem- 


| porary work. 
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THOMAS R. VARICK 


Thomas Rice Varick, 71, trea- 
surer of the John B. Varick Co., 
Manchester, N. H., a well-known 
hardware house, died, July 22, at 
his residence, 136 Lowell St., 
that city, after an illness of 
nearly six months. Until forced 
to remain at home during the 
latter part of February this year, 
Mr. Varick had been actively en- 
gaged in conducting the business 
which he took over on _ his 
father’s death in 1902. 

Shortly after graduating from 
Harvard in the Class of 1887, 
Mr. Varick entered his father’s 
hardware store, beginning at the 
bottom. Among his first achieve- 
ments was to place the store at 
the forefront of sporting goods 
houses in New England. 

The business was originally 
started under the name of 
Varick & Storm, later continuing 
as Varick and Advianson. Then 
it was changed to John B. Varick 
Co. In 1909, Thomas R. Varick 
and his brother, Richard Varick, 
became sole owners of the store, 
purchasing all the stock owned 
by their mother and Remson 
Varick. 

Although he never sought pub- 
lic office, Mr. Varick was active 
in the city and state Republican 
party for many years. In 1910, 
he was appointed to the Police 
Commission, serving until 1913. 
He was a director of the Amos- 
keg National Bank and had been 
president of the People’s Sav- 
ings Bank for many years. He 
was a director of the New 
Hampshire Fire Insurance Co. 
and vice-president of the Man- 
chester Gas Co. At one time, 
he was a director of the Man- 
chester Traction, Light & Power 
Co. and of the Franklin & Tilton 
Railroad. 

His brother, Richard Varick, 
survives. 


J. HENRY BLUM 


John Henry Blum, Sr., presi- 
dent of Blum Mfg. Co., Col- 
linsville, Ill., died at St. Lukes 
Hospital, St. Louis, Mo., July 
14, as a result of complicated 
ailments. He had been critically 
ill only a few days. 

The son of the late Christian 
G. Blum, founder of the busi- 
ness, he continued to operate 
what is probably the only ex- 
clusive cow bell factory in the 
country. Mr. Blum was born in 
1863 in Collinsville and as a 
young man helped his father 
who was then engaged in the 
hardware and tinsmith business. 
After 1878 at which time his 
father became engaged in the 
manufacture of cow bells, he 
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continued in business with him, 
finally acquiring it. Since that 
time Mr. Blum has been actively 
engaged up until a very short 
time before his death. 

His widow, Mrs. Martha Blum, 
a son, J. Henry Blum, Jr., and 
a daughter, Mrs. William Blum- 
berg survive. 


CONNELLY HARRINGTON 


Connelly Harrington, 70, died 
in a hospital at Siloam Springs, 
Ark., July 17, following a brief 
illness. 

Mr. Harrington was a pioneer 
hardware merchant, having 
started with one store at Siloam 
Springs in 1895 and through 
rapid expansion of this business, 
he soon owned 27 establishments 
scattered throughout three 
States. He operated two whole- 
sale stores in addition to his 
retail establishments. 

He was the founder of the 
Farmers Bank of Siloam Springs, 
which later became the First 
National Bank and was one of 
the builders of the Rogers & 
Southwestern Railway Co. 

A brother, William Harring- 
ton, survives. 


JAMES R. WILSON 


James R. Wilson, 73, retired 
hardware merchant of Green- 
ville, Tex., died at a hospital 
in Dallas, July 14. Surviving 
are his widow, two daughters 
and three sons. 





RICHARD TAYLOR 


Richard Taylor, hardware 
man, prominent in middle West 
hardware circles, died July 8. 
He was a salesman for the 
Shepler Hardware Co., later be- 
coming sales manager. Mr. 
Taylor was also sales manager 
for the American Thermometer 
Co. He came West for his 
wife’s health and associated him- 
self with the Lombard Smith 
Co., manufacturers’ representa- 
tive at Los Angeles, Cal., with 
whom he was associated until 
his passing. 


JOHN BATH 

John Bath, 72, president and 
treasurer of the John Bath & Co., 
Inc., tool manufacturers, 18 
Grafton St., Worcester, Mass., 
died at his home there, July 10. 
Mr. Bath had been seriously ill 
and succumbed to a cerebral 
hemorrhage. 

Mr. Bath, for almost 25 years, 
was a leading figure in the in- 
dustry of which he founded a 
branch, the manufacturing of 
precision instruments, especially 
for the automotive industry. As- 
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sociated with him were three 
sons, who survive, J. Chester 
Bath, vice-president, Stanley W. 
Bath and Russell F. Bath. A 
daughter, Mrs. Newcombe, also 
survives. 





J. A. MEANS 


J. A. Means, Sr., 71, vice- 
president, Peaslee Gaulbert Co., 
Louisville, Ky., jobbers of hard- 
ware with branches in various 
Southern and Western states, 
died July 4 at his home there. 

Mr. Means joined the com- 
pany 45 years ago, coming from 
Vevay, Ind., and traveled in the 
Southeastern territory. He be- 
came vice-president fifteen years 
ago. He is survived by his 
widow, a son, James A. Means, 
Jr., executive vice-president of 
the company, and a daughter. 





WILLIAM S. HELM 


William S. Helm, 66, presi- 
dent of the Louisville Paint 
Manufacturing Co., 1108 W. 
Main, Louisville, Ky., died July 
12. He had undergone an op- 
eration a week previous. 

Mr. Helm, before forming his 
own company 15 years ago, was 
with the Peaslee-Gaulbert Co. 
He had been in the paint busi- 
ness 43 years. 

His widow, Mrs. Mary Gaut 
Helm, survives. 





ERNEST W. MINARD 


Ernest W. Minard, 74, pro- 
prietor of the Minard Hardware 
and Supply Co., Mogadore, Ohio, 
died at his home there, July 17, 
following a lingering illness. He 
had been identified with the 
hardware business for almost 40 
years. His widow and one 
brother surviye. 





J. H. BENEDUM 
J. H. Benedum, 77, hardware 
merchant for the past 57 years, 
died recently at his home in 
Leesville, Ohio. A son survives. 





J. M. KERR 


J. M. Kerr, 60, prominent re- 
tired hardware merchant, died in 
a hospital at Corsicana, Tex., 
July 15. He is survived by his 
widow and a daughter. 





JACOB BUCHALTER 


Jacob Buchalter, 64, of Lieb 
& Buchalter, hardware and 
plumbers’ supplies, at 1747 Ful- 
ton St., Brooklyn, N. Y., passed 
away, July 19. Death was caused 
by a paralytic stroke. Mr. Buc- 
halter was well thought of in 
Brooklyn, where he had been in 
business approximately 35 years. 
Three sisters and four brothers 
survive. 





CHARLES J. PAULSON 
Charles J. Paulson, 76, hard- 


ware merchant in Davenport, 
Iowa, for 40 years, died recently 
following a heart attack. He 
was a tinsmith before entering 
the hardware business in 1898. 





MRS. EMILY IVERS MEIER 


Mrs. Emily Ivers Meier, 73, 
widow of Henry M. Meier, vice- 
president of the Simmons Hard- 
ware Co., St. Louis, until he 
retired in 1900, died on July 21 
at the home: of her son, Duncan 
I. Meier, secretary-treasurer of 
Ludlow-Saylor Wire Co. Mr. 
Meier died in 1930. 





JAMES H. MUCKLEY 
James H. Muckley, 80, hard- 


ware merchant at Waynesburg, 
Ohio, died, July 20, following a 
lingerng illness of complications. 
He had been in the hardware 
business for more than a quarter 
of a century. His widow and 
one brother survive. 





C. WARD CRISSMAN 


C. Ward Crissman, proprietor 
of the Geo. Burr Hardware Store, 
Rochester, Michigan, died recent- 
ly following an operation. The 
business will be continued with 
the name unchanged. Mrs. C. 
Ward Crissman, the widow, sur- 
vives. 


CHARLES S. GAUGER 


Charles S. Gauger, 52, died 
suddenly at his home, recently, 
in Pittsburgh, Pa. He was one 
of the three sons of A. C. Gauger, 
pioneer hardware merchant, and 
for many years was connected 
with his father. He later formed 
the Gauger Sheet & Metal works 
with his brother, J. A. Gauger. 





WILLIAM McNAMARA 


William McNamara, 72, who, 
before he retired five years ago, 
was for 30 years in the cutlery 
business in Boston, died July 3, 
at his home. He carried on a 
cutlery business at 241 Broad- 
way, Boston, Mass., from 1900 
until his retirement in 1930, 
when he was succeeded by his 
sons. 

A widow, three sons and a 
daughter survive. 





ARTHUR GUETTLER 


Arthur Guettler, 60, salesman 
for the Frankfurth Hardware Co., 
wholesale Milwaukee hardware 
firm, for 46 years, died at his 
home in that city. He is sur- 
vived by a daughter. 
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LOUIS SCHREINER FORMS 
MUTUAL HARDWARE 
CORP. 


Louis Schreiner, well known 
in the hardware and supply | 
trade in the Metropolitan area | 
has formed the Mutual Hard- | 
ware Corp., 106 West 53 St. 
New York City. The firm will | 
specialize in the distribution of | 


| 





LOUIS SCHREINER 


hardware items and supply lines 
used by the mill trade, engineers, 
hotels, theatrical field and large 
apartment and office buildings. 
The business officially opened on 
June 12, 1935. 


Mr. Schreiner, president of the 
new company, has been with 
Steets Supply Co., New York, 
for the past five years. He re- 
signed as president and a di- 
rector of that company recently. 
Prior to that he was for 32 years | 
buyer and assistant treasurer of | 
A. W. Gerstener & Co., New 
York City. 

Charles H. Pape is treasurer 
of the Mutual Hardware Corp. 
and his son, John Pape, is sec- 
retary. Messrs. Pape were also 
with Steets Supply Co., 16 years 
and 5 years respectively. 


PHILADELPHIA ELECTRIC 
AND RADIO SHOW OCT. 7 


Philadelphia’s annual _ elec- 
trical exhibit will be held at 
Convention Hall, Oct. 7th to 
12th, according to George R. 
Conover, managing director of 
the Electrical Association of 
Philadelphia. This undertaking 
which has been sponsored by the 
Electrical Association for eight 
consecutive years is planned this 
year to be bigger than ever. 

Mr. Conover announced that 
the public will be able to see 
and compare the latest models in 
radios, ranges, refrigerators, air 
conditioners and other devices to 
keep abreast of scientific and 
laboratory developments. A1] 
branches of the electrical indus- 





try, including nationally known 
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manufacturers, distributors and 
dealers will participate and oc- 


| cupy the hundreds of display | 
| booths. Every facility for effec- 


tive presentation of these prod- 
ucts to the public will be util- 
ized and feature attractions of 
powerful appeal are now under 
consideration. 


CHICAGO PAINT ASSN. 
ELECTS PRESIDENT 


Edward L. England, manufac- 
turer’s representative, was re- 
cently elected president of the 
Chicago Paint, Varnish and 
Lacquer Association at its an- 
nual meeting. He succeeded C. 


D. Sproule of Pratt & Lambert, | 


Inc., who became vice-president. 
Other officers elected were M. J. 
Eberhart of American Can Co., 
treasurer, and M. K. Pine of the 
Muralo Co., Inc., secretary. Dr. 
W. R. Barett, Fred A. Jensen, 
R. Y. Bradshaw and Robert C. 
Clark are new executive com- 
nittee members. 


BECKER NAMED MANAGER 
LYON METAL, NEW YORK 


Frederick B. Heitkamp, gen- 
eral sales manager of Lyon 
Metal Products, Inc., Aurora, IIl., 
manufacturers of steel shelving, 
lockers, folding chairs, store fix- 
tures, etc., recently announced 
the appointment of Theodore W. 
Becker as manager of Lyon’s 


New York Office. 





THEODORE W. BECKER 


Mr. Becker came to the Lyon 
organization a short time ago 
from Jamestown, N. Y., where 
he was manager of agencies with 
a large concern. Prior to that 
experience, Mr. Becker was gen- 
eral sales manager for a com- 
pany manufacturing a line of 
products similar to Lyon’s. He 
is well known in the New York 
market, as well as throughout 
the country, due to his extensive 
travelling in the past few years. 

W. E. Long, former manager 
of the Lyon New York office, 








| has gained the position of man- 


ager of the Steel Equipment Di- 
vison, with headquarters. at 
Aurora, Ill. He had previously 
been manager of the Detroit 
office. 

J. B. LORD ENTERTAINS 
AT GOLF TOURNAMENT 


James Brackett Lord, president 
of the Boston Varnish Co., Bos- 


| ton, Mass., entertained at a golf 
| tournament and dinner, about 
| 200 members of the paint indus- 
| try at the Winchester Country 
| Club, Winchester, Mass., June 28, 


on the 25th anniversary of the 


Boston Paint and Oil Golf Club. 


Winners of the day’s play 
were: Low net, first, Bob 
Hutchins; second, Frank 
Bownes; guest, first, Harry Hall, 
Jr.; second, Fred Eberle. 
Kickers’, Jack Stuart and F. C. 
Atwood. Mr. Lord awarded five 
prizes, by drawing, to those who 
did not play golf, as follows: 
A. F. DeRavignon, Frank Apple- 
ton, Wesley Gilmour, Sam Cutler 
and Clement K. Stodder. An- 
other prize offered by I. Sexton, 
for low gross was won by E. K. 
Heap. 

In speaking after the dinner, 
Mr. Lord called attention to the 
fact that several of the old mem- 
bers of the gold club were present. 
He mentioned that the Paint and 
Oil Golf Club was started at the 
Belmont Golf Club and_ that 
Harry Hall was the first member 
and he the first president. It 
was because Mr. Lord was the 
first president that he gave the 
dinner. 


Several tributes were paid to 
Mr. Lord, including one by Presi- 
dent E. E. Morton, of the Paint 
and Oil Club of New England, 
who, on behalf of the club, pre- 
sented him and Mrs. Lord with 
a silver coffee service. 


The Paint and Oil Club of 
New England, Boston Paint and 
Oil Golf Club, Boston Paint 
Dealers Association, Paint Trade 
Salesmen’s Club of New Eng- 
land and the New England Paint 
and Varnish Production Club re- 
ceived invitations. 





BASCHE-SAGE REACHES 
SIXTIETH ANNIVERSARY 


The Basche-Sage Hardware Co., 
Baker, Ore., recently celebrated 
the sixtieth anniversary of its 
founding by J. H. Parker in 
1875. Growth from a_ small 
start has brought the firm to a 
point where there are 37 persons 
employed in its various depart- 
ments. 

D. W. French, president of the 
company, entered the business as 
secretary-treasurer in 1903. S. L. 


Baer has been vice-president for 


many years. 





AMERICAN HARDWARE 
CHANGES QUARTERS 


The American Hardware & 
Equipment Co. has moved into 
its new home at 221-227 West 
First St., Charlotte, N. C. The 
new building is modern through- 
out and will add 24,000 square 
feet to the firm’s floor space, as 
the entire floor space of the com- 
pany’s old quarters, adjacent to 
the new building is being re- 
tained. The total floor space of 
both units is 60,000 square feet. 

The new building is of stee| 
and concrete construction. Rail- 
road siding extends along the 
rear platform, where merchan- 
dise may be unloaded into the 
building. A special locker room 
for warehouse employees has 
been installed with shower bath 
facilities and modern _ con- 
veniences, 


NEW JERSEY GROUP 
HOLDS ANNUAL OUTING 


Essex County Retail Hardware 
Association, N. J., recently held 
their fourth annual outing at 
Sains Hotel, Mount Freedom, 
N. J. About 300 were present. 
Various games such as hand ball, 
baseball, and cards were en- 
joyed by those present. 


JAMES G. SULLERS 
MANUFACTURERS AGENT 


James G. Sullers, who repre- 
sented Wiebusch & Hilger, Ltd., 
N. Y., as manufacturers acent 
for 22 years in North Carolina, 
South Carolina, Georgia, Flor- 
ida, Virginia, and Maryland, has 
opened offices in New York City 
where he will now confine his 
activities. He is located at the 
Dempsey Bldg., 1261 Broadway 
and will undertake to represent 
hardware, cutlery and specialty 
lines. 

Mr. Sullers with two others 
formed the firm of Hefferon, Sul- 
lers & Hahn, eight years ago. 
Upon the dissolution of the firm, 
he represented for some time, 
The Marathon Razor Blade Co., 
Irvington, N. J.; Colonial Knife 
Co., Providence, R. I., and Acme 
Shears Co., Bridgeport, Conn. 








WISCONSIN RECOVERY 
ACT REPLACED BY BILL 


The Vaughan bill, re-enacting 
the state code law to replace the 
old Wisconsin “Recovery Act 
which the supreme court ruled 
unconstitutional, has been signed 
by Gov. Phillip La Follette. 
Some 20 industries, including the 
retail farm equipment trade, 
which were operating under codes 
formed under the old law, are ex- 
pected to ask for reinstatement 
of their codes. 
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What's New 


for Retail 
Hardware Stores 


Fay Co. Has Royal Model 
Electric Floor Machine 


The Royal Model is the medium- 
sized unit of the Fay Electric Floor 
Machines made by The Fay Co., 130 
Madison Ave., New York City. The 
manufacturer states that it is designed 
to accomplish the greatest amount of 
work in the shortest period of time 
and is particularly desirable for gen- 
eral floor areas. Brushes, 12%-in. di- 
ameter with fiber spread on floor, 14- 
in. Veneer wood block with 2-in. trim 
of fiber. 170 revolutions per minute. 
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Motor, ball bearing, continuous duty 
as per NEMA standard. 100 per cent 
gear driven—spiral and helical gear 
teeth. Oversized radial and thrust bear- 
ings. Housing of polished aluminum 
casting, 5/16 in. thick. Adjustable fork- 
type handle. Quarter-inch molded rub- 
ber bumper. Wheel carriage of heavy 
aluminum casting equipped with 3-in. 
diameter hard rubber wheels with soft 
tread. Two conductor, 40-ft. first-grade 
rubber-covered cable. Manufacturer 
states retail selling price of Fay Model, 
equipped with cable, one Grey Tampico 
Fiber Polishing Brush or one Brown 
Bassine Fiber Scrubbing Brush, and 
1/3 hp., 75-lb. floor pressure, continu- 
ous load motor of any of the follow- 
ing specifications, alternating current, 
60 cycle, 110 or 120 volts, direct cur- 
rent, 115 volts, is $165. Equipped with 
1% hp., 90-lb. floor pressure, continuous 
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New and Improved Merchandise— 
Display Helps—Sales Liter ature— 
Window Trims— New Packages 
—New Colors—New Deals— 
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load motor, the retail selling price is 
$195. Prices f.o.b. New York City. 
Royal Model also furnished with mo- 
tors of other electrical specifications 
than above. Additional attachments 
may be obtained. 





Fireline For Stove, 
Furnace and Boiler Lining 


The Fireline Stove & Furnace Lining 
Co., 1811 Kingsbury St., Chicago., has 
a plastic refractory material, Fireline, 
for lining firepots of domestic stoves, 
ranges, furnaces and boilers. Manu- 
facturer claims this new lining will give 
industrial combustion efficiency to home 
heating plants and burners; will raise 
the combustion temperature, reduce 
soot, smoke and ashes and increase 
heat capacity of any domestic plant 
burning solid fuel. Fireline comes in 
plastic form and can be installed by 
anyone with a mechanical bend. It is 
said to make firepots gas-tight, to re- 
sist shock and erosion and to have suf- 
ficient strength to permanently repair 
cracked, broken or burned-out firepots. 
Comes in 2%, 5, 10, 50 and 100-lb. 
cans and is applied from 1 to 2 in. 
thick over firepot wall from grates to 
fuel line. Fireline is guaranteed to 
withstand temperatures to 3000 deg. 
Fahr. without cracking, fusing or 
spalling. 


Grandinetti Mfg. Has 
Delux Strainer 


The Delux model strainer is for to- 
matoes, fruits, jellies, etc. There are 
only a few parts to clean: main sec- 
tion with table clamp, screen strainer, 
spiral fruit carrier, handle, spring cup 
and spring, washer and juice pan. Main 
section is clamped to table or shelf 
and handle inserted through small hole 
in casting. Spring cup and spring are 
fitted on shaft and then spiral fruit 
carrier is attached, when sure that 
square end of shaft fits into square 
opening in spiral carrier. Washer is 
placed over flange on screen strainer 
and strainer fitted over spiral, locking 
it into place with a left turn of the 
hand. Juice pan is attached in position 
under screen strainer. Delux strainer 
prevents waste of fruit and juices and 





delivers dried seeds, skins and pulp 
to one side of machine. Manufacturer 
states the suggested retail selling price 
is approximately $4.00. D. Grandinetti 
Mfg. Co., 1101 Court St., Syracuse, 
2 


Stanley Flexible 
Rigid Rules Display 


Stanley has a colorful display con- 
taining one each of the six best selling 
Pull-Push rules. The manufacturer 
feels that the sample assortment will 
satisfy all rule users and at the same 
time decide which rules sell the best 
in his locality. The rules in No. 92 
assortment have a combined retail 
value of $5.85. Stanley Tools, New 
Britain, Conn. 
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Devoe Raynolds Has Paint 
And Varnish Brush Dispiay 


Devoe & Raynolds Co., Inc., 1 W. 
47th St., New York City, is offering 
to dealers an unusual display vendor 
for paint and varnish brushes. This 
pilaster vendor gives brushes maximum 
visibility and minimizes theft. It does 
not hide paint stock but puts brushes 
right next to cans of paint. Chromium 





plated cowl conceals an electric light 
bulb which indirectly illuminates the 
brushes, while the die cut letters on 
the sides of the cowl indicate the loca- 
tion of the paint department in the 
dealer’s store. There are two racks to 
a set, one for varnish brushes and one 
for paint brushes. Racks are furnished 
free of charge to dealers with pur- 
chases of certain assortments of Super- 
kleen Brushes. In this way a dealer 
can obtain as many racks as he wants, 
one for each pilaster in his paint de- 
department if he so desires. 


Wells Mfg. Has 8 In. 
Metal Cutting Band Saw 


The Wells No. 8 electric metal cut- 
ting band saw, the manufacturer claims, 
will cut all kinds of tubing, structural 
steel and all mill shapes. Capacity is 
8 in. round or 8 in. by 16 in. Motor 
is % horsepower, constant speed, ball 
bearing throughout. Advise current 
specifications when ordering. Blade, 
11 ft. 6 in. by % in. by 0.031 in. Six 
blades furnished with each machine. 
Additional blades may be secured from 
factory or from blade manufacturers. 
Floor space, 2 x 6 ft. Height to top 
of bench, 25% in. Weight 550 Ibs. 
Shiping weight, 700 lbs. Saw shipped 
with band in place. Guaranteed to 
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fulfill all claims made for it when 
operated according to instructions and 
for one year against defects in material 
or workmanship. The Wells Mfg. Co., 
Three Rivers, Mich. 


Irwin Bit Has Golden 
Anniversary Specials 


Commemorating its 50th year, the 
Irwin Auger Bit Co., Wilmington, Ohio, 
has three special offers. No. GA 1 is 
comprised of six golden bronze Auger 
Bits; one each of 4, 5, 6, 8, 10 and 
12/16 and one Screwdriver Bit. Made 
of special basic steel, heat treated all 
over and finished in golden bronze with 





gold shanks. Packed in attractive, var- 
nished gum wood box, highly polished 
finish. Steel clips hold each bit se- 
curely in place. The manufacturer 
states the dealer’s cost is $1.50; the 
retail selling price is $2.19. 

Offer No. GA 2 is a set of six gen- 
eral utility Auger Bits; one each of 
4, 5, 6, 8, 10 and 12/16 for household 





and farm use. Made of special bit 
steel, Ferrox finish, edges polished and 
special red shanks. Packed in attrac- 
tive green pasteboard display box; 50 
sets to shipping carton. The manu- 
facturer states the retail selling price 
is $0.98; dealer’s price is 25 per cent. 


The Irwin GA 3 Expansive Bit is of 
high-grade steel, heat treated entire 
length for long life and rough usage 
in all kinds of work. Patented ma- 
chines cut the screw point threads extra 
deep to give added pulling power and 


{Sa 
superior boring qualities. Finished in 
attractive golden bronze tempered color 
and packed four to a box. Each Bit 
has two cutters and will bore any size 
holes from % in. to 3 in. The manu- 
facturer states it is priced to meet 
Sears, Roebuck prices; the suggested 


retail selling price of the GA 3 Bit is 
$0.98. 


National High Speed 
Seal-O-Matic Can Sealer 


The National Seal-O-Matic tin can 
sealer is capable of sealing as many as 
170 cans per hour. Designated to cut, 
reflange and reseal No. 2, 2% and 3 
cans, for preserving vegetables, fruits, 
etc. Reflanging attachment and cut- 
ting device are standard equipment of 
the Seal-O-Matic. Has detachable cut- 
ting lever for cutting tops off cans so 
they may be used over and over again. 
Universal chuck plate at table level 
eliminates lifting. Operates on_ ball 





bearings. All working parts hardened 
and ground insuring long wear. Gear 
mechanism sealed in grease filled hous- 
ing. Suggested retail selling price 
$12.95. National Pressure Cooker Co., 


Eau Claire, Wis. 





Standard Electric 
Catalog No. 35 


The Standard Electric Stove Co. has 
issued its catalog No. 35, attractively 
illustrating and describing their com- 
plete line of Standard Electric ranges 
and electrically heated products. Vari- 
ous styles and types are shown, includ- 
ing ranges suitable for apartment use 
to larger ones for estates, clubs, institu- 
tions and commercial purposes. The 
rear pages feature oven parts and ac- 
cessories. The Standard Electric Stove 
Co., 1712-1720 N. 12 St., Toledo, Ohio. 
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PuiLaDeLpuia, Pa.: Furnish name 
and address of the manufacturer of 
Anti-Core safety corn razors.— 
Murta, Appleton & Co. 

ANSWER: Edgar E. Kahn, Inc., 
20 W. Twenty-second Street, New 
York City. 

* * * 

Brunswick, Me.: Provide address 
of the Wayne Mfg. Co.—Brunswick 
Hardware Co. 

ANSWER: 5247 Western Avenue, 
Detroit, Mich. 

* * * 

BristoL, Conn.: Advise whether 
the Detroit Automatic Scale Co. is 
still in business, and, if not, what 


company has taken this scale over.@ 


—The Bristol] Hardware Co. 

ANSWER: Dayton Scale Co., Day- 
ton, Ohio. 

* * * 

ALEXANDRIA, La.: Who makes the 
Duplex flour sifter?—Hill, Harris & 
Co., Inc. 

ANSWER: Uneek Utilities Corp., 
4518 W. Lexington Street, Chicago, 

ll. 
, ;' * * * 

Mamaroneck, N. Y.: Who makes 
a self-powered one thousand pound 
Jawn roller suitable for athletic 
fields?—R. G. Brewer, Inc. 

ANSWER: Superior Construction 
Equipment Co., 1850 S. Kostner 
Ave., Chicago, IIl. 

* * * 

BetHLEeHEM, Pa.: Who makes the 
Davis lawn mower?—Krause Hard- 
ware. 

ANSWER: G. W. Davis Corp., 
Richmond, Ind. 


* x * 

Aucusta, Ga.: Who makes screw 
drivers having a metal grip on the 
end to hold the screws in place?— 
Bowen Bros. Hardware Co. 
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Who Makes It? 


Information regarding sources of supply as provided readers 
of Hardware Age by the Who Makes It? Editor is here pre- 
sented as an aid to others in the trade who may be seeking the 


same articles. 


The inquiries reproduced have been selected be- 


cause of their general interest to hardware merchants and buy- 


ers. 


This editorial feature in each issue supplements the ser- 


vice rendered by the “Who Makes It?” issue published on Sept. 


27, 1934. 


When writing to the firms mentioned, state that you 


saw the product Hsted in Hardware Age “Who Makes It?” sec- 


tion or issue. 


th 1) t \ Nn yrs 
SS y . a 


The 1934-35 edition is now in vour 
hands. It is a condensed catalog of 
manufacturers of hardware and kin- 
dred merchandise in one handy vol- 
ume for ready reference. The 1935-36 
edition will be published Sept. 26, 1935. 


ANSWER: Millen Mfg. Co., 25 

Winthrop Bldg., Boston, Mass. 
e-a'"5 

Guan, Itt.—Where can we ob- 
tain a mat service having a varied 
assortment of small hardware cuts 
in it?—Roeder Bros. 

ANSWER: Vincent Edwards & 
Co., 342 Madison Avenue, New York 
City. 


* + 


Darwin, Minn.: Who makes the 
Estwing steel hand!e nail hammers? 
—Hansen Hardware. 

ANSWER: Estwing Mfg. Co., 
Rockford, Ill. 

* * _ 

Co_umsus, Onto: Who makes re- 

volving trays with glass food con- 


tainers for use in electric refrig- 
erators?—Deem Hardware & Paint 
Co. 

ANSWER: Scurlock Kontanerette 
Corp., Merchandise Mart, Chicago, 
Ill.; Jiffy Products, 122 E. Forty- 
second Street, New York City, and 
Handy Andy Specialty Co., Inc., 39- 
40 Twenty-second Street, Long 
Island City, N. Y. 

* * * 

Orance, Va.: Where can rubber 
curry combs be purchased?—C. C. 
Gill & Sons. 

ANSWER: Judsen Rubber Works, 
4107 W. Kinzie Street, Chicago, Ill. 
* * * 

Newark, N. J.: Furnish names 
and addresses of several manufac- 
turers of illuminated house numbers. 
—Clarence F. Muller. 

ANSWER: Home Electrical Spe- 


% cialty Corp., 305 Arcade Annex, 
& Cleveland, Ohio; Volk Bros., Lake- 


wood, Ohio, and Novelty Lighting 
Corp., 2480 E. Twenty-second Street, 
Cleveland, Ohio. 


- 2.2 


Ocata, Fia.: Where can we secure 
some hardwood plugs for driving 
into holes in railroad cross ties 
where the rails have been laid and 
spikes withdrawn? — Marion Hard- 
ware Co. 

ANSWER: Tie Plugs, Inc., Kop- 
pers Bldg., Pittsburgh, Pa., and Nor- 
ton Mfg. Co.,. Memphis, Tenn. 


* + 


Matone, N. Y.: Who makes a 
covering pad and harness suitable 
for delivering electric refrigerators? 
—Malone Hardware Co., Inc. 

ANSWER: Bearse Mfg. Co., 3815 
Cortland Street, Chicago, III. 

* * * 

Montciair, N. J.: Who makes 
asbestos torches suitable for tent 
caterpillar extermination?—R. 
Mockler. 

ANSWER: Newton Mfg. Co., 27 
Haymarket Square, Boston, Mass. 
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Quality 


that counts 
in 
GALVANIZED 
SHEETS 


Every quality that counts 
in ease of fabrication or 
makes for satisfactory serv- 
ice is present, and in good 
measure, in Bethlehem 
Galvanized Sheets. They 
are soft and ductile; tightly 
and evenly galvanized with 
prime western spelter; 
accurately sheared and of 


uniform gauge. 


Beru-cu-toy Sheets afford 
this same combination of 
desirable qualities, plus 
the inherent resistance to 
rust of their copper-bearing 


composition. 





BETHLEHEM STEEL COMPANY 


GENERAL OFFICES: BETHLEHEM. PA. 





by Licensee to pur- 


Guaranty 


this license have been according 


chaser, all sales under 


to public sales policy on file with 


The American Institute of Faw Competition, Inc 





INSIST .» «is LABEL- 


lt is the Manufacturer's Guarantee to 
You that he has Not Sold Goods 
to others contrary to his Public Sales 
Policy on file with this Institute . .. . 


THE AMERICAN INSTITUTE 
of FAIR COMPETITION, INC. 


436 Mutual Home Bldg. Dayton, Ohio 


—y BUT TO OTHER BUYERS HE HAS 
THE SELLER SAYS TO YOu . Les ALREADY SECRETLY GRANTED 

‘2 EXTRA DISCOUNTS, CONSIGN 
MENT PRIVILEGES OR FREIGHT 


ALLOWANCES, GIVING THEM A 


“WE HAVE GIVEN NOBODY 
BETTER TERMS! THAT'S OUR 


Yol@ @:(e)AfolV 7,14: RZ Pm pS EE SALES ADVANTAGE 
a Mf ne ‘ : ; 7 
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SECRECY 


NOW YOU CAN PROTECT YOURSELF 
AGAINST MISREPRESENTATION THRU 
MANUFACTURERS’ USE OF .... . 

e PRIVATE REBATES 

e HIDDEN CONFIDENTIALS 

© SECRET PREFERENTIALS 





. « «The First Practical Fact Reporting Organization for the 
Development of OPEN DEALING in ALL BUSINESS 


Wholesalers, distributors and dealers in every field of trade are keenly aware that 
the chief cause of the unfair price competition they face today is the secret selling 
practices of many manufacturers. What every retailer and other resale group 
wants to know when buying goods—and has a right to know—is this: “On what 
DIFFERENT terms, if any, has the manufacturer whose goods I am buying sold 
his goods to others?” An honest answer to this question can be assured in only 
one way—and that way lies through The American Institute of Fair Competition. 















The American Institute of Fair Competition is an organization for the develop- 
ment of open, sound and fair merchandising and functions as a clearing house for 
manufacturers’ sales policy information. It furnishes to all persons interested the 

actual sales facts of any manufacturer-subscriber. Any manufacturer, regardless of 
how or to whom he sells, is eligible to the Institute if he is willing to subscribe to 
its contract and file for your inspection certified copies of his sales policy. Many 
manufacturers, recognizing the fairness of open dealing with their trade, have 
already subscribed and are using the Institute label to prove their good faith. 


Many more will soon join them. oe, 
Complete details of the Institute cannot be given here. A 

FREE booklet “NO MORE SECRECY” tells the whole story. "Simian 

Get it. Read it. It is packed with information vital to you | The American Institute of 


and your future business. And start now—today—to insist that | Fair Competition, Inc. 
the goods you buy carry the label of The American Institute | 436 Mutual Home Bldg., Dept. A 
of Fair Competition. It is your protection against misrepre- | Da yton, Ohio e F 


sentation. Mail the coupon. 
Gentlemen: Without obligation send me your Free booklet 
| “No More Secrecy.” I am interested in learning more about 


| how the Institute reports manufacturers’ sales policies and how 
| it protects my business from unfair competition. 







This Book of Facts Tells You How 
To Protect Yourself 





| Firm Name 


SEND’ FOR IT TODAY! 





Address 
| City i State 


« Your Name 
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You Have a R] 
to Know the “ago 


THE GENUINE 4 IRWIN 
AND ORIGINA at AUGER BIT 


MANUFACTURED BY 


THE IRWIN AUGER BIT COMPANY 


WILMINGTON, OHIO, U.S.A. 


STATEMENT OF PUBLIC SALES POLICY 
FILED WITH THE AMERICAN INSTITUTE OF FAIR COMPETITION, INC, 
BY THE IRWIN AUGER BIT COMPANY 


We distribute through wholesalers and distributors. ‘We sell no other class, 
either under our own brand, private brand or no brand, with the single exception 
of The Wood Preserving Corp., Pittsburgh, Pa. 


Any item we make, either factory brand, private brand or no brand, or any 
items manufactured in special design, quality, grades or types are available under 
like conditions at the same price and terms to all Irwin distributors and whole- 
sealers. Our prices and terms will be changed only through announcements to the 
entire trade. No rebates, special prices, protection against price decline, con- 
signed stocks or any other special concessions, such as advertising, unannounced 
freight, catelog allowances, etc., will be allowed to anyone unless offered to all 
under like conditions. No seconds. No warehouse stocks. 


karth Augers are a line made solely for The Red Top Auger Co., Birmingham, 
Ala., our sole distributor. 


This Statement of Sales Folicy applies to all sales in the United States. 
It is designed to protect profit and volume of all Irwin distributors and whole- 
salers. We have-tried to tell the whole truth about our sales policy, and will 
gledly furnish further information to anyone on any point not clear. Believing 
most unfair competitive evils come about through secrecy, we urge the hardware 
trade to ask their suppliers to file a Statement of Sales Policy with The american 
Institute of Fair Competition, Inc. 7 


THE IRWIN AUGER BT) COMPANY 
WY Uany 


Vice-President 





LRN State of Ohio, Clinton County, Ss. 
CW Wi: ; Before me, a Notary Public, personally appeared H, M. Swain, 
g Vice-Fresident of The Irwin Auger. Bit Co., who acknowledged 


CR my a that the above instrument is. the free act of The Irwin Auger 


a — Bit Co. .In Testimony ‘Whereof, 1 have hereunto subscribed my - 
REMEMBER! name and affixed uy notarial seel this firet dey of July, 1936. 
. | Ak Wn uurb- 





° IRWIN SELLS -. . ° Seott Molyneaux, (fotary Public — 
THROUGH WHOLESALE 7 & Rare 26-3 
DISTRIBUTORS ONLY! .. MY Commission expires \! Qh. 























earries on 
the FIGHT 





-. with this sworn statement 
of sales policy: 

“We do not sell anything 
under any name, directly 
or indireetly, to CHAIN 
STORES or MAIL ORDER 
CATALOG HOUSES’’ 


by Licensee to pur- 
Guaran y chaser,allsales under 
this license have been according 
to public sales policy on file with 
The American Institute of Fair Competition, Inc. 


We do not sell anything under any name, directly 
or indirectly, to Chain Stores or Mail Order 
Catalog Houses. FAYETTE R. PLUMB, Inc. 
Makers of PLUMB TOOLS — Hammers, Sledges, Hatchets, Axes, Files 











This label will appear on all PLUMB Goods 


Stock these fast-selling tools—in leading 


LUMB will use the Institute label as a 
price ranges. Write for Introductory Offer 


guaranteed contract that all sales under 
this license have been made in accordance 
with the sales policy thus publicly filed. 


Now every box of Plumb Tools will have 
the label of the Institute as your guarantee 
that Plumb is playing the game with you and 
not helping any cut-price agency to destroy 
your profit. You don’t have to wait to find 
out who is selling the catalog houses and the 
chain stores. You know Plumb doesn’t! 


Protection for the independent merchants 
is not new with Plumb. We have pioneered 
in this policy. We have practiced it and fought 
for it through many years. 


We have not only refused to sell catalog 
houses and chain stores, but we have gone 
to extremes to keep Plumb Tools from being 
bootlegged to them. 


What does this mean to you? It means that 
for the first time you have a way of knowing 
which manufacturers are protecting you. 
This label on Plumb Tools means they are not 
sold to any mail order house or chain store. 


Will you compliment us, and stop there? 
Or will you insist, in your own interest, on 
seeing that label on all goods you buy? 

This is your fight ! Manufacturers are doing 
this for you. Without your cooperation it 
can not hope to succeed. 

When you order hammers, hatchets, axes, 
sledges, and files... SPECIFY PLUMB and 
accept no substitutes. 

If you haven’t a stock of Plumb Tools, 
order from your jobber, or write us about 
our SPECIAL Introductory Order. 


TAYETTE R. PLUMB, Inc., Phila., U.S. A. 
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HF 81 Nail Hammer—the new stream- 
lined iy Im sera “* with sharp bevels 
grip the smallest brad. Shaped grip gives 
hand comfort. 1-lb. head. 








Phila. Tool Co. No. 145—a sturdy, dur- 
able nail hammer for odd jobs or household 
use. Now equipped with the famous Take- 
Up Wedge for greater safety. 1-lb. head. 


Servall Nail Hammer — with satin finish 
black head and stained handle. A husky 
hammer which will enable you to compete 
in the low-price field. 1-lb. head. 





Plumb Half Hatchet No. 2962—the tool 
that is rapidly becoming the standard. Blade 
of electrically tempered steel. Head and 
handle perfectly balanced. 1-lb. 5-oz. head. 





Phila. Tool Co. Half Hatchet No. PTH 1— 
will make sales for you in the low-priced 
hatchet field and net you a good profit. Rug- 
ged steel blade. Tested hickory handle. 


Plumb Official Scout Axe No. 682 — with 
leather sheath. A fast celler to boy scouts, 
campers and householders. Keen edge. 
Toughened head. Husky nail slot. 1%-\b. 
weight, 14-in. handle. 














STATEMENT OF SALES POLICY 


FOR 


MILFORD HACK SAW AND BAND SAW BLADES 


FILED WITH 


THE AMERICAN INSTITUTE OF FAIR COMPETITION 


Method of 
Distribution 


Retailer and 
Consumer Sales 


Mail Order and 
Chain Store Sales 


Suggested Resale 
Consumer Prices 


One Price Policy 


Private Brands 


Special T ype 
Blades 


Price Changes 
Terms 


Quality Guarantee 


Warehouse Stocks 


Sales Policy Contract 
Distributor Selection 


Facts Disclosure 


1, MILFORD hack saw and band saw blades are sold, where we have representation, exclusively 
through distributors and jobbers who carry stocks. Direct inquiries and orders from retailers, 
consumers and non-stock carrying distributors and jobbers are referred to, and are handled 
through, the representative MILFORD Distributor or Jobber in the territory where the inquiry 
or order originated. Distributors and jobbers are recognized as such according to trade custom 
and acceptance. Based on all available facts we follow the definition for distributors and 
jobbers set forth in the former Wholesale Hardware Code approved January 14, 1934. 


2. MILFORD hack saw and band saw blades are not sold direct to retailers or consumers 
(U. S. Government Washington Sealed Bids excepted) except in those territories where distri- 
bution has not been established. Sales to consumers, when made, are at prices not lower than 
our prices nationally announced for consumers. Sales to retailers, when made, are at prices 
enabling nearby distributors and jobbers to compete. 


3. MILFORD hack saw blades are offered to mail order houses and chain stores on the same 
basis as to retailers, i.e., where we have representation are referred to or handled through 
the representative MILFORD Distributor or Jobber in the territory where the inquiry or order 
originated, or, where we have no representation, mail order houses and chain stores are classified 
for all purposes as retailers. 


4. MILFORD hack saw and band saw blades are offered to distributors and jobbers under 
nationally announced suggested consumer resale prices. Price cutting is vigorously discouraged. 


5. MILFORD hack saw and band saw blades are sold at discounts nationally announced. 
Extreme announced discounts are granted to all representative MILFORD Distributors and 
Jobbers carrying adequate stocks of these lines. No rebates, special prices, protection against 
price decline, consigned stocks, or other special concessions, such as advertising, unannounced 
freight, packing and carting allawances, etc., are allowed. The purpose of this policy is to 
accord each representative MILFORD Distributor and Jobber an equal net cost with all other 
representative MILFORD Distributors and Jobbers. 

6. MILFORD hack saw and band saw blades, as well as all other factory, special or private 
brands of blades, are sold at prices not lower than the nationally announced discounts for 
MILFORD blades. 

7. MILFORD hack saw and band saw blades, and all other factory brands, if manufactured in 
special design, quality, grades, or types, will be made available at the same prices and terms 
to all representative MILFORD Distributors and Jobbers in all channels of distribution. 


8. MILFORD hack saw and band saw prices and terms are changed and become effective only 
through national announcements as may be necessary from time to time in accordance with 
market conditions. 

9. MILFORD hack saw and band saw blades are sold to distributors and jobbers on terms of 
2% cash discount tenth proximo or net thereafter. Freight is allowed on individual shipments 
of hack saw blades only, or band saw blades only, weighing 100 lbs., or over. 

10. MIEFORD. hack saw and band saw blades are guaranteed against defective workmanship 
and material. If blades are defective, they may be returned to the factory, upon authorization, 
and a fair and equitable adjustment or replacement will be made. Second quality blades or 
overstocks are not sold. 

11. MILFORD hack saw blades are not sold from warehouse stocks. MILFORD band saw 
blades are not sold from warehouse stocks except from warehouse stock on the Pacific coast. 


12, MILFORD representative. Distributors and Jobbers are given a contract guaranteeing 
faithful performance of this sales policy. 

13. MILFORD Distributors and Jobbers are discriminately selected and limited in number in 
a territory. 


14. MILFORD Distributors and Jobbers upon request will be accorded a full and truthful dis- 
closure of prices, terms, and conditions of any sale made by us. 


THE HENRY G. THOMPSON & SON CO. 


New Haven, Conn. President. 

June 18, 1935. 

State of Connecticut, New Haven County, SS. 

Before me, a Notary Public, personally appeared D. W. Northup, President of The Henry G. 
Thompson & Son Company, who acknowledged that the above instrument is the Sales Policy 
of The Henry G. Thompson & Son Company as filed with the American Institute of Fair 
Competition. In Testimony Whereof, I have hereunto subscribed my name and affixed my 


notarial seal this eighteenth day of July, nineteen thirty-five. 
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“SPEEDY-CLEAN’ 


-— Makes 
SPEEDY SALES 


J These bright, new Everedy 

“SPEEDY CLEAN” Skillets Sell on Sight 
Because 

They Never Need Scouring! 

Made of heavy steel, chromium plated, 

““SPEEDY CLEAN” is America’s Greatest 
Skillet Value. 

EASIER to Sell because EASy TO CLEAN. 








The Now 
EVEREDY 
PEEDY-CLEAN 


SKILLET 


Saves Hands- 
ever Needs Scouri 









you NEED 
THIS NEW 
wORK SAVER 


sin pales ai 
be 


Get this handsome, Salesmaking Display in 
four colors. .. FREE with each Everedy “SPEEDY 
CLEAN” assortment No. SC 77. 


You Make Over 50% Mark Up! 
Less than a $10 bill will give you this assort- 
ment of “SPEEDY CLEAN” Skillets . .. with the 
four color display. 


ACT TODAY! Order the SC 77 Everedy 
“SPEEDY CLEAN” Skillet Deal from your jobber 
... Of write us direct, giving jobber’s name. 


The EVEREDY COMPANY, Inc. 


FREDERICK, MARYLAND 
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makes them ATTENTION 
| GETTING. 








TO SELL 
MORE TOOLS 


Greetings, Mr. 
Hardware Mer- 
chant! You can 
read this ad in 


exactly one-half 


minute. 





It's about ANNIVERSARY 
HOUSEHOLD TOOLS. 


Our dealer friends tell us | 
they are the most beauti- & 
ful line on the market. That i 


Another thing, they are so 
well made that the more 
you sell the more GOOD 
WILL you build up — and 
that means REPEAT BUSI- 
NESS. 





| Prices? Well, ask our salesman to show you samples and 


quote—then see what you think. 
e 


Our half-minute is nearly 
up and we must "buzz off," 
but do let these ANNI- 
VERSARY TOOLS speak 
for themselves. The line 
is complete and a card 
dropped into Uncle Sam's 
mail box will bring you in- 
formation promptly. 





THE GEO. WORTHINGTON CO. 


1829 CLEVELAND, 0. 1935 

















A$5-45 Value 
for $4-95 


Skyrocket 
your 


August Sales 


New, special 
package — ideal 
for display—con- 
taining the Silex, 
the beautiful, 
handy tray, and 
the table mat. 








Here’s a special offer that appeals to 
every woman in August. An.- electric 
Silex, bringing the simple, cool way to 
make summer coffee. With this Silex 
you offer FREE a beautiful, convenient 
serving tray ... the right size to hold 
the Silex. This tray is welcomed for 
serving summer drinks. It holds eight 
tall glasses, or six cocktail glasses and 
a shaker. Around every home there are 
hundreds of uses for a small tray. 

This special August offer is particularly 
appealing when made by Silex . . . the 
glass coffee maker featuring Pyrex, also 
a “quick cooling” electric stove that 
times the period of coffee infusion. 

Open for a limited time only. Write to- 
day for details. Use the coupon below. 


eee 
THE ORIGINAL GLASS COFFEE MAKER 
Exclusive features of Silex covered by more 
than 30 patents 


TO GET IN ON THIS OFFER 


THE SILEX CO., Dept. HA-8 
Hartford, Conn. 


Without cost or obligation send me full information about 
your August offer. 


Name 





The Corporate Form of Organization 


(Continued from page 33) 


1934, $4,307.50 in income taxes 
which represent 10.76 per cent of 
the total earnings of $40,000, and 


any state income or franchise taxes © 


are not considered. 

Now, we will see what the two 
owners would pay if the business 
were a partnership. First, there 
would be no capital stock nor fran- 
chise tax. Then would come the 
question of how much each would 
pay on $20,000 of net income, and 
after giving consideration to the 
maximum earned credit, we find 
that each would pay $1,874 tax, or 
a total for the two of $3,748, or a 
saving of $559.50 (plus the saving 
on state franchise and other taxes, 
whatever that might be in your 
particular state) by being a part- 
nership instead of a corporation. 

In this computation and expla- 
nation I purposely stated the stock- 
holders to be single—if they were 
married and had dependents, and 
if they lived in so-called commu- 
nity property states such as Louisi- 
ana, the saving would be much 
more. 

We will now assume that in- 
stead of two stockholders drawing 
$7,500 each as salary, we had 
three each drawing $5,000 per 
annum and all single. We find 
the following summary of taxes 
paid—by all concerned: 


Income tax paid by cor- 
poration . $3,437.50 
Federal Capital Stock paid 


by corporation 200.00 
Individual income taxes 

(3 x $140.00) 420.00 

a $4,057.50 


If the $40,000 were divided 
three ways among the partners, 
each would pay $949.33, or a total 
of $2,847.99, or a saving for the 
three owners of $1,209.51 in Fed- 
eral income taxes only. 

In all of these remarks it has 
been considered that corporate 
earnings above all other expenses 
and office salaries were not de- 
clared as dividends on the theory 
that the earnings were needed in 
the business and would not be tax- 
able as surplus accumulated to 
evade surtaxes on the part of the 
shareholders. If we considered that 


all earnings were declared as divi- 
dends we could consider the ques- 
tion of amount of income taxes 
payable as between a corporation 
and a sole proprietorship or a 
partnership very briefly, viz.: 


(1) The corporation tax rate is 
13 3/4%. 

(2) A corporation has no exemp- 
tions. 

(3) An 
tions. 

(4) The individual normal tax 
rate is 4%. 

(5) Surtax rates are the same 
whether the income is from divi- 
dends or from partnership profits. 


individual has exemp- 


In this résumé it must be con- 
sidered that the earned income 
credit is less for a person having 
$20,000 income from a partner- 
ship in which he is a partner than 
it would be on a $7,500 salary 
from a corporation, but on the 
other hand is the fact that a part- 
nership pays no Federal capital 
stock tax (or state franchise tax). 

It is not contemplated to cover 
all the law contained in the Reve- 
nue Act of 1934 in this article. 
Suffice to say that it is advisable 
for business men to consult with 
their certified public accountants 
or attorneys and after each 
change in the income tax laws to 
see if expenses, principally taxes, 
may not be reduced by a change 
in the form of organization under 
which you: business is operated. 


Travel Goods Active 


The growth of travel has kept 
sellers of luggage and vacation sup- 
plies and camping equipment busy. 
Baseball and tennis goods, golf 
equipment and fishing tackle are do- 
ing unusually well. True, retailers 
are buying with greater moderation 
than are their customers, while 
wholesalers, in general, are more 
conservative in their ordering than 
the retail stores. The “slow spots” 
of the country seem to be in the 
industrial or factory areas, where 
the so-called heavy or “durable” 
lines are the chief dependence. 
These are by no means active, al- 
though making moderate gains over 
the recent preceding years. 
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It's an Important Institution 
in the Hardware Trade 


Buyers would be greatly 
handicapped without it. 


They turn to it instinc- 
tively when ‘‘looking up’’ 
merchandise. 






The 


Annual Directory Number 
The ‘‘Who Makes It?”’ /ssue 


of HARDWARE AGE 


is indispensable to hardware buyers. 


The 1935-36 Edition is 


Wo poses 


® As a Catalog, the products of over 300 manufacturers, described and illustrated in this 
one volume, all thoroughly indexed and cross-indexed for ready reference, 
make the “Annual Directory Number” so convenient a source of product 
information that Buyers keep it always close at hand. The busier the 
Buyer the more frequently does he refer to it. The product sought is 
generally found cataloged in its pages by one or another manufacturer. 


® As a Directory, it enables the Buyer to find the source of supply for practically any item 
of merchandise that would be of interest to the hardware trade. It 
furnishes the names of a// manufacturers of each item and a thorough list 
of Jobber’s Brands. 


@ The “Annual Directory Number” will come to you as the September 26th issue of Hardware Age 
on your regular subscription. 


@ If you are not a subscriber to Hardware Age or if your subscription is expir- 
ing remit $1.00 with the coupon below and your subscription will be entered 
or renewed at once. 


Hardware Age, 
239 West 39th Street, ee ee 
New York, N. Y. 
Enclosed is my remittance of $1.00 for which please enter my new ....... (or renewal ....... ) subscription to 
Hardware Age for one year (twenty-six issues including the “Annual Directory Number” to be published September 


26th). 
A ere ee et ee 


6-23 
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BUT 


THERE IS A 
DIFFERENCE 














Behind every Morse tap, cut- 
ter, die, reamer and drill is the 
reputation for quality which has 
been building and strengthening 
for 7O years. 

No sounder purchase can be 
made today in the metal cutting 
field than a genuine Morse Tool. 

A complete stock of Morse 
Tools is a powerful force in 
keeping your business growing. 

THE MORSE LINE 


Includes 
High Speed and Carbon ARBORS, CHUCKS 


DRILLS, REAMERS COUNTERBORES 
CUTTERS MANDRELS 

TAPS and DIES TAPER PINS 
SCREW PLATES SOCKETS, SLEEVES 


TWIST DRILL & MACHINE CO. 


NEW BEDFORD, MASS., U.S.A. 
NEW YORK STORE: CHICAGO STORE+ 
570 WEST 


92 LAFAYETTE STREET RANDOLPH STREET 
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Sherlock Holmes In the 
Credit Department 


(Continued from page 22) 


missing debtor, it is not difficult 
to demand an immediate payment 
and obtain it. The “skip” has 
committed a crime in leaving the 
state with mortgaged property, 
and he won’t risk criminal action. 
No, sir! 

In tracing by mail, the hard- 
ware store may use letterheads 
and envelopes of “dummy” em- 
ployment agencies, insurance “ex- 
changes” (interested in preventing 
the lapsing of policies), package 
delivery concerns, inheritance ser- 
vices (seeking lost heirs), and 
even other enterprises apparently 
possessing information or goods 
of value to the missing debtor. 
The tracer working by personal 
contact uses business cards—may 
carry as many as ten different de- 
signs! The important principle is 
that the information source con- 
tacted is, in most situations, far 
more likely to be friendly to the 
departed customer than to the 
store. Accordingly, the approach 
must be one to obtain cooperation. 

There are not many master-mind 
skips. Most are men harassed by 
creditors, in hard luck, whose pri- 
mary purpose in going to another 
place is to find employment. If 
the credit application has been 
taken well—which means that, 
with stores dealing with working 
class groups, the information se- 
cured is extensive, the credit man, 
starting to trace, has much in- 
formation to work with. He has 
information, for example, of rela- 
tives, previous places of residence 
(and it is a principle that many 
skips return to places where they 
have lived before). 

In a systematic search to dis- 
cover leads, the credit man or his 
assistant may contact one or many 


of a long list of sources. Some 
of these are put down— 
Were there children? There 


may be leads at school, among 
companions, family doctor, visit- 
ing nurse, Sunday school or other 
boys’ organization. 

Does the skip belong to an oc- 
cupation requiring a license? In 
large cities, such occupations and 
businesses make up a long list. 

Did he own an automobile? 


Registration offices, finance com- 
panies, will be consulted. 

What was his trade? It often 
happens that employment is high- 
ly specialized, and concentrated 
in manufacturing centers. The 
craftsman who leaves one such 
center will probably show up at 
another. 

Banking connections of the cus- 
tomer ought to be consulted. The 
landlord of the house he rented 
may give information which ends 
the pursuit. Even the apartment 
house telephone operator is not 
to be neglected. She handles in- 
coming and outgoing calls, and 
keeps records. She may be able 
to give the telephone number 
whick the skip frequently called. 

All this is, of course, straight 
detective work, and the great 
majority of skip situations are 
quickly cleared up by it. There 
remains the occasional baffling 
case. Skips return to their home 
town sooner or later, and instal- 
ment houses whose annual custom 
is to check skip files against every 
new telephone and city directory 
often make locates in this way. 

Before the labor which seems 
to be involved, a good many hard- 
ware dealers give up very quickly 
in a skip case. It is obvious that 
a credit man can’t spend all his 
time working on skip cases. 

If credit-granting policies are 
sufficiently careful, and if applica- 
tion data secured are adequate, the 
number of skip cases arising will 
not be such but that, handling 
them, the credit man can take 
plenty of time. And he should do 
so. A baffling disappearance be- 
comes as simple as one of the 
Sherlock Holmes mysteries, once 
keen intellectual skill is applied 
to it. 

And the stakes are worth while. 
If the skip is not located, the com- 
plete account—often a substantial 
amount in instalment practice—is 
lost. Discovery, because of the 
pressure on the skip from the 
criminal nature of his act, usually 
should mean complete liquidation 
of the indebtedness. And _ the 
hardware dealer who studies his 
skip cases with determination and 
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SCANS HpENHts 


“AacME” Ball Bearing Casters roll silently, easily, smoothly in any 
direction. They not only protect all types of floor coverings, but they 
give a modern, up-to-the-minute note to furniture. 


THEY SELL AS EASILY AS THEY ROLL 


““ACMES” are a source of continual profit . . . a small item that de- 
velops mass sales. Show the customer how “acmMes” work. Roll one 
on the palm of your hand or run it along the counter—always an 
interesting demonstration that results in a sale. 











. : aS ) POUGHKEEPSIE, N. ¥. 
OO) BALL BEARING 
CAS MES 


THE ABW Socket SHANK 
with Rolled Shoulder and Shock Band 


) THE ScHatz MANUFACTURING Co. 











OR strength, toughness, lightness, balance and 

shoveling ease, this new socket shank is superior 
to any similar type ever produced. 
Blades and shank are forged from high carbon 
quality steel and heat treated. It is equipped with 
the famous ABW Shock Band, which increases the 
handle strength 21°%. The new rolled shoulder not 
only serves as a convenient and comfortable step, 
but gives an added strength to the blade. 


This great shovel has features of proven merchan- 
dising value. 


ASK YOUR JOBBER 


Note the Rolled 


BIT, ited cbove. =» AAMES BALDWIN WYOMING CO. 


] [[+ Parkersburg, W. Va. North Easton, Mass. 
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persistence always develops a 
great deal of skill. 

The credit bureau manager can 
give the hardware dealer the name 
of a tracing and investigation ser- 
vice in any city where it is be- 
lieved the skip has gone. Some 


instalment stores retail local pri- 
vate detective agencies, paying so 
much per twenty cases. Outside 
services are to be used in occa- 


sional cases, but the credit depart- 


ment must look to itself for most 


results in tracing. 
(All rights reserved) 





Man Born Unto Trouble 


(Continued from page 24) 


posite effect upon Cortes. He 
thought where there was so much 
wealth to be passed out to a 
stranger, there must be a lot more 
to be had. So after many battles 
and hardships, he conquered 
Mexico, looted it, made slaves of 
the people and destroyed Monte- 
zuma. It is all a lovely story of 
hypocrisy, deceit and anything 
but the spirit of Christianity. 
Then there was Magellan. 
Magellan was a Portuguese. He 
served with the Portuguese in the 
East Indies and Morocco, and 
complained that his services were 
not properly rewarded. So he re- 
nounced allegiance to Portugal, 
went to Spain, and offered to find 
for Spain a Western passage to 
the Moluccas. The King of Spain 
accepted his offer and fitted out 
five ships for the expedition. 
What a story of heroism and hard- 
ships. Magellan decided to win- 
ter on the Patagonian coast. 
Three of the captains and crews 
of the ships mutinied against this 
order, but, after a tough battle, 
were subdued, after two of the 
captains had been killed. The 
Spaniards had several encounters 
with the natives of Patagonia, 
whom they described as a race of 
giants. They came down to the 
seashore and danced around in 
large, heavy boots made of leather 
and lined with straw. This gave 
them the appearance of having 
enormous feet, and that is why the 
Spaniards called the country 
Patagonia, which means “big 
feet.” In October, 1520, they 
passed through what are now 
called “The Straits of Magellan.” 
Three ships were lost on the way 
and after passing through the 
Straits with two of his ships, 
Magellan finally reached the 
Pacific Ocean and what are now 
the Philippine Islands. On their 
way to the Philippines food ran 


short and the sailors suffered from 
scurvy. In fact, food was so 
scarce the sailors soaked their 
boots in the ocean to soften the 
leather so they could eat them. In 
an attack by unfriendly natives on 
the islands, Magellan was killed, 
and so never got back to Spain. 

I might continue these interest- 
ing and cheerful stories indefi- 
nitely, because the book of ex- 
plorers which I was reading ended 
with Admiral Byrd, who also had 
his troubles. No wonder he went 
into seclusion for several months. 
He was lucky to be able to get 
away from the mob. 

My dear friends, this article is 
written just to remind you that in 
the entire history of the world, 
whenever there was great mental 
activity, there were all kinds of 
troubles. Human nature does not 
seem to change very much. A 
great force in physics always 
generates another great force in 
opposition. Probably historians 
looking back to the present era 
in the United States will decide 
that it was a great intellectual 
period in our history, a great 
social awakening. 

I heard a man say the other day 
to another man that no matter 
whether he realized it or not, in 
the last ten years, if he were in- 
telligent, he had become more 
social-minded. 

To sum up the whole matter, it 
seems to me that today all of us 
are having a social awakening. 
We see what should be done, but 
the trouble with us all, from the 
top to the bottom, is that we are 
not clear in our minds as to just 
how we should do it. Probably 
the time has arrived when we 
should cut out planning for the 
time being and devote more of our 
time and attention to execution. 
The best plan in the world can be 
destroyed by poor execution. 
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“Step-Up” Your Profits 
with 


RICH LADDERS 


RICH Ladders have outstanding 
qualities that appeal to buyers 
who know good ladders. Made 
of carefully selected, air-dried 
clear spruce, with rust-resisting, 
cadmium-plated hardware. Un- 
equalled for strength, safety, 
durability and light weight. 
Priced to show you the right 
profit. 


Prompt Shipments 


Large stocks of RICH Ladders at con- 
veniently located shipping points, to- 
gether with modern manufacturing 
methods and great plant capacity, en- 
able us to give prompt service on all 
orders. 


Other RICH Specialties 


In addition to a complete line of Lad- 
ders, Scaffolding, Trestles, etc., Rich 
Products include Ironing Tables, 
Clothes Props, Step Stools and other 
fast-selling woodenware. 














Write us for complete catalog and prices. 


The Rich Pump & Ladder Co. 
1028 Depot Street 
Cincinnati, Ohio 








PLAY THESE UP FoR FALL 
WHEN MORE LAMPS ARE IN USE 





=, HANDY GRIP CAN 
- FOR KEROSENE 


Made in 5 gallon size as illustrated, also 
1 and 2 gallon sizes, with standard size 
spouts. Iso the 5 gallon size with extra 
large pouring spout or with faucet. 
Handy Grip Cap for carrying can if de- 
sired in addition to bail. Very wide filler 
opening admits nozzle of pump hose. No 
funnel required for filling. Enameled blue 
for kerosene and other liquids. 


ATTRACTIVE LABEL 
BOOSTS SALES FOR YOU 














HANDY GRIP CAN 
FOR GASOLINE 


All Eagle Handy Grip Cans are made 
from standard gauge prime sheets. Cap 
screws on and off easily without wrench 
or tool. All triple locked body seam con- 
struction guaranteed leak-proof. Enamel- 
ed red for gasoline and furnished in same 
sizes as listed above. 














ORDER FROM YOUR JOBBER 


or write to us for list of jobbers carrying this line in your territory 


EAGLE MANUFACTURING CO. Wellsburg, W. Va. 

















< The 100,000,000th Bunting Business 


Mie Getting Store Magazine came off 


the press June 3rd, 1935 


We take this occasion to thank the 
hardware dealers, jobbers, manufac- 
turers, trade associations and trade 
organs for their direct and moral 
support, which has made this tremen- 
dous number of Direct to the Home 
Selling Magazines possible. 

For the retail hardware merchant 
Bunting selective type of Store 
Advertising provides a dignified ap- 
proach to the substantial buyers of 
hardware store merchandise. It 
builds prestige, produces satisfactory 
sales and creates friendly accounts. 

A new, simplified method opens 
the way for AGGRESSIVE dealers, 
jobbers and manufacturers to more 
easily avail themselves of the cooper- 
ative sales building features offered 
by Bunting. 


The Bunting Store Magazine is 
dignified, it carries your personal 
message to the homes in your locality 
each month. 

Each dealer selects his own mer- 
chandise to be featured, stipulates 
his own prices to fit his stock and 
his community buying tendencies. 


Write for complete information. 


the Bunting Soutem 


NORTH CHICAGO, ILL. 





A SERVICE which brings the HARDWARE 
BUSINESS to the HARDWARE DEALER 








AUGUST i, 1935 
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when you need do 


ONLY THIS? 


It is a waste of valuable time to paste 
up corrections in an old-fashioned tight- 
bound catalog, when — at an actual 
money saving to bimself —- your whole- 
saler can supply his catalog in a modern 
trigger-action Heinn loose-leaf binder. 
Instant filing, always up-to-date, makes 
you a better buyer—increases your sales 
on new goods as much as 50%. Tell 
your wholesaler that the paste-pot is a 
nuisance — you want the Heinn loose- 
leaf system. Write for information to 
THE HEINN COMPANY, Dept. 825, 
326 W. Florida Street, Milwaukee, Wis. 


nein BINDERS 


Originators of the Loose-Leaf System of Cataloging 
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Is Inflation Coming ? 


(Continued from page 32) 


wage payments that will be equita- 
ble to employees in a period of 
rapidly rising prices. 

(7) Conferences with state and 
local authorities to determine what 
kinds of restrictions might have to 
be placed on purchases by individ- 
ual consumers in the later stages of 
inflation. 


These are only suggestions. 
They obviously do not exhaust 
the possibilities. There is _per- 
haps not a very great chance that 
such policies ever would have to 
be put into effect; but we cannot 
be sure. And the chance is suffi- 
ciently great to justify the tenta- 
tive formulation of some policies 
along these lines. 


Now in closing let me say just 


one word. And remember that I 
am still trying to be thoroughly 
realistic. If the danger of a sub- 
stantial inflation is to be averted, 
it is going to require on the part 
of the Administration something 
more than good intentions, more 
than amiability, more than a zeal 
for reform, more than instinct for 
the politically expedient thing, 
more than skill in _ financial 
sleight-of-hand. It is going to take 
courage; it is going to take wis- 
dom; it is going to take stead- 
fastness; it is going to take char- 
acter. I ask you, where in the 
financial policies of this Adminis- 
tration to date do you find satis- 
factory evidence that these will be 
forthcoming? 





Gorman’'s Store Salesmen 
Wear Uniforms 


NE would feel rather 
shocked upon entering an 
exclusive ladies’ shoe store 

to find the salesmen dressed in 
rough work clothes, such as cordu- 
roy trousers, a blue shirt and 
brogan shoes. Recently customers 
of the Gorman Seed & Hardware 
Company of Birmingham, Ala., 
have been surprised in much the 
same manner but in a much more 
pleasanter manner. 

Going into a doctor’s office one 
expects to see the nurse and doc- 
tor dressed in white; it is their 
uniform, the symbol of their pro- 
fession, but walk into the Gor- 
man store some time and see how 
the sales help is dressed. Yes, sir, 
all spick and span in white coats 
and everything! 

The half dozen or so salesmen 
trot about the floor serving cus- 
tomers wearing these white coats 
and offer a contrast to the usual 
type of clothing worn in a hard- 
ware and seed store. Customers 
have been quick to notice the im- 
provement and many of them have 
been lavish in their comments. 

“This is the first hardware store 
I was ever in where the salesmen 
wear white coats,” remarked one 
man. “Ordinarily, you’d think 


any kind of clothes would do,” he 
added. 

Another man, a friend of Joe 
Gorman, the manager, came up to 
his desk one morning and said: 
“Joe, those white coats are the 
very thing. It’s the best idea you 
have had yet.” 

Since this man called it to the 
attention of Gorman he has no- 
ticed the attitude the people take 
toward their coats. He has over- 
heard a number of conversations 
many of them have made and all 
have been complimentary. 

“White coats are pretty hard 
to keep clean in a store of this 
type, I’ll admit, but the improve- 
ment in the appearance of not 
only the salesmen but the store 
itself is worth it. It is something 
you don’t see in every store,” he 
said. 

One coat per salesman a week 
is secured. They are rented from 
a linen supply house that supplies 
the coats to restaurants, drug stores 
and other business places. At the 
end of the week the renter comes 
around, takes up the dirty coats, 
replacing them with clean ones 
and that’s all there is to it. 
There’s no purchasing of coats to 

Continued on page 70) 
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“SAW YOUR 
ee Let’s Get Together!” 


Interest + Action + immediately follows our announced 


trademark identification y of Quality First in 


SL “f "Brushes by Baker’. @ Dealers are swinging into the 
ine up wilit 
this Spicit 
of Progress! 


o® 


REG. U.S. PAT. OFF. 
Fundamentally yours 


baker brush CO. in 


87 GRAND STREET ®@ NEW YORK 


"(CHICA 


SPRING HINGES, 


Compare the Value 
of 


“Premier” Spring Pivot-Hinges 


progressive spirit of finer tools for the painter and our 
keen methods of attracting their customers. @ Their letters 


say + "Send Catalog and have a salesman call.” @ We 


consumer. 


That’s why Brushes by Baker are 














It is the value received by your cus- 
tomer, in return for his money, that builds 
goodwill for your business. 


By comparison “Premier” Spring Pivot- 
Hinges represent a value which architect 
and contractor are quick to recognize. 


Send for New Catalogue No. H-47 


Chicago Spring Hinge Company, 
CHICAGO NEW YORK 


U.S.A. 


trade policies covering all outlets from producer to 





—— ny 


advance to a new era of cooperation + a closer unity of | 
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ALWAYS IN THE “WANT BOOK”! 


THREE ALARMS THAT REFUSE TO STAY IN STOCK 
Popeye Alarm 


Decorated fore and aft with Popeye the 
sailor, idol of an army of funnies fans, 
this alarm is one of the most popular we 
have ever put o The case is ivory- 


out. 
colored with black trim, dial is silvered, 
and Popeye’s movable arms tell the 
time. Very quiet, well-constructed move- 
ment; pleasing bell with top shut-off. 
Retail, $1.50. 





Slumber Stopper No. 12 


An attractive alarm at the low retail 
price of 25 Mottled green metal 
case, contrasting base, ornamented 
sides. Green 
and white dial, 
dark green nu- 
merals, black 
hands. Rubber- 
insulated move- 
ment, very 
ie Height, 


Futurist Electric ‘Alarm - 


Black and gold, all-metal case. Cream enamel dial 

with black modernistic hands and 
numerals. Finely adjusted electric 
movement. Full-toned alarm pleasant- 
ly rhythmic. Height, 6”. Retail, $2.50. 













Prices slightly higher on 
the Pacific Coast 





THE NEW HAVEN CLOCK Co. 


@ New Haven 
Conn. 











If you want to see how quickly you can in- 
crease your bicycle sales, just hook up a 
Musselman trailer to a few of them. Then 
you will see for yourself what kind of sales 
action you'll get. 

Grocery, drug, dry goods, ice cream, cloth- 
ing and shove stores are now making quick, 
economical deliveries where they could not 
make deliveries at all before. Boys are 
buying the trailer with bicycles because they 
get spare time and full time jobs with it. 
It even carries 400 Ib. loads with easy pedal- 
ing with those Doenut 
cord, airplane tires. ‘Write us today for full 
details, or better still, mail this coupon and 
see how quickly this all-steel trailer sells it- 

self and another bicycle with it. an wpe og wR, 


THE MUSSELMAN PRODUCTS CO. 


TYPICAL DEALER LETTER 
Nothing ! have stocked has cre- 
ated so much interest. This is a 
red hot stimulator. My con- 
gratulations. Check cgstenes. 














6233 St. Clair Ave. * * Cleveland, Ohio * * U.'S.“A. 

The Musselman Products Co., 6242 St. Clair Ave., Cleveland, Ohio. 

Please send fully illustrated literature 0 

Pienee imsitets My MORE . cccccccccccccdccccscccceccocecce to ship me ......... 

Musselman Bicycle Trailers at $14.00 each net. 

TY hinckn lk dks Sibiea tens abe ebb OT ikndsiedandbiedsnaiion WRATB, 2.00 scccee- 
~am aaa 
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SHERMAN 


SELF-CLOSING 
BARREL FAUCET 


Fig. 106 





MADE RIGHT 
PRICED RIGHT 


Solid Brass Handle 
Completely Theft Proof 
Can be locked open or closed 
Closes with the Pressure 


Seat Washer—leak-proof, 
Durable 


¥% inch Size 
Sold By Jobbers 
Also Best Quality Ground Key 


H. B. SHERMAN MFG. CO. 
BATTLE CREEK MICH. 











EVANSVILLE 


GOOD SERVICE TOOLS 


EVANSVILLE 
ALLOY-STEEL AXES 








MADE IN ALL POPULAR 
PATTERNS AND SIZES 


ASK YOUR JOBBER 
THE EVANSVILLE TOOL WORKS, Inc. 





EVANSVILLE, IND. 
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Salesmen Wear Uniforms 


(Continued from page 68) 


For this service the 
laundry company charges fifteen 
cents per coat, and the total cost, 
according to Mr. Gorman, is 75 
cents a week for five coats. 

“The idea back of it is to ele- 
vate the personnel of the store as 
high as possible and put the store 
on the same level as the depart- 
ment stores downtown. People 
are cleaner than they used to be 
and customers expect it in a store. 
They don’t like to patronize a 


dirty store and they have the same 
idea toward the sales help. 

“It’s true enough that white 
coats are hard to keep clean with 
the salesmen handling dirty pieces 
of hardware, dusty seed and other 
lines, but if they are careful the 
coats will still be fairly clean at 
the ead of the week. As long as 
the sales help is wearing nice 
clean coats they could sell per- 
fume to ladies without being the 
least bit embarrassed,” he said. 





Enthusiasm the Bulwark 


(Continued from page 37) 


together with the cigars. 

The past two years neither 
cigars nor letter came. I often 
wondered why. 

The magazine I referred to in 
my opening paragraph explains it 
all. My fellow-worker of long 
ago had left the drug company 
and entered the life insurance 
business. The magazine tells me 
he belongs to the $500,000 Club 
of Insurance Agents. That means 
he writes not less than $500,000 
life insurance every year. 

The magazine article further 
states he wrote $500,000 of life 
insurance the first year he was in 
the business; and this insurance 
magazine honors him by repro- 
ducing his photograph on _ the 
front cover, together with a page 
write-up on the interior of the 
magazine. 

That’s the story. Now for the 


moral. Isn’t it true that it’s not 
so much the line of business you 
are in as it is the enthusiasm with 
which you tackle your job that 
leads you to success. 

This man made a striking suc- 
cess of the hardware business. He 
made an impressive success of the 
drug business, and now he is one 
of the outstanding successes of 
Texas as an insurance salesman. 

What is his magic? Why does 
this man succeed when men all 
around him fail? From what pin- 
nacle does he defy the elements 
that drag men from the platform 
of success? 

Has a Divine Creator shown 
partiality to him? 

Hunt where you will and as 
long as you will for the answer, 
and you will return again and 
again to “Enthusiasm” as the ex- 
planation for his great success. 





You Can Stabilize 


(Continued from page 41) 


policy he must not enter into any 
agreement or understanding with 
them that they will observe his 
policies and his suggested resale 
prices. 

This essential distinction was 
clearly brought out‘in the action 
instituted by the Federal Trade 
Commission against Harriet Hub- 
bard Ayer, Inc., relating to that 
company’s resale price policy. 
Customers of the Ayer Company 
were notified that if they failed to 
observe its suggested resale prices 


the company would discontinue 
its dealings with them. That it 
was lawful to suggest resale prices 
and discontinue dealing with those 
who did not observe them was ad- 
mitted by the Commission. It 
alleged, however, that the Ayer 
Company had made agreements 
with its customers to observe its 
prices and asked customers to re- 
port to them the names of those 
who failed to observe the suggested 
prices. These additional allega- 
tions were denied by the Ayer 
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In addition to 
House Letter 
Boxes, Corbin 
manufactures a 
complete line of 
the following: 


Padlocks, 
Cabinet Locks, 
Trunk, Suit- 
case Locks and 
Trimmings, 
Miscellaneous 
Hardware, 
Automobile 
Locks, Apart- 
ment House 
Letter Boxes, 
Keys and Key 
Blanks, Post 
Office Equip- 


ment. 








CORBIN CABINET LOCK COMPANY 

The American Hardware Corporation Successor 
NEW BRITAIN, CONN,., U. S. A. 

NEW YORK CHICAGO PHILADELPHIA 




















TOCKS of Star "Moly" hack saw blades gather 

no dust on your shelves—nor on the shelves 

of your customers. Larger turnover means larger 

profits. Outsell because they outclass—both 
hand and power. 

Sold only through Hardware and Mill Supply 

Distributors—all leading distributors stock Stars. 


SON BROS., INC. 


MIDDLETOWN, N.Y. 
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Sell Vacation Shooters 
This GUN PROTECTION! 





OU said it! ... Gun bores do NOT take care of 
themselves! You know that NO modern ammuni- 
tion is good for polished steel. You know that gun 
cleaning must not be neglected. Leading, metal 
fouling, all firing residue must be removed. The 
clean bore must have rust protection. So sell all 


your vacation shooters 


HOPPE’S No.9 


the famous sure-fire solvent that removes lead and 
metal fouling, prevents rust. 2-oz. bottle retails for 
35c. And with it sell the handy new 


HOPPE’S Cleaning PATCHES 


of selected, clean, soft, cotton flannel, right in thick- 
ness, shape and size. In sealed cartons. Five sizes, 
each 25c retail. 


For Complete Protection 
HOPPE’S Gun Cleaning PACK 


Everything the shooter needs, in one handy kit. 
Hoppe’s No. 9 Solvent, Hoppe’s Lubricating Oil— 
specially refined for gun actions, fishing reels; Hoppe’s 
Gun Grease—for heavy swabbing to protect from 
rust; samples of Hoppe’s Cleaning Patches; Hoppe’s 
Gun Cleaning Guide. One sale, quick, $1, retail. 












Stock these vacation shooting necessities now. 
Your Jobber can supply you promptly. For FREE 
FOLDERS for your customers write us. 





FRANK A. HOPPE, INC., 2314-A North 8th St., Philadelphia, Pa. 


NEW YORK: Ed. W. Simon Co., Inc. LOS ANGELES: H. L. Bowlds, 
302 Broadway 108 W. 2nd St. 








ABRASIVE CLOTH BELTS 
JEWEL BRAND PRECISION MADE 


Se 


True, clean edges. Smooth, 
tight joints that hold fast until 
the belt has delivered its full 
service. 

Made by expert workmen. 
Every operation controlled un- 
der laboratory supervision. 


SUPER-KEEN FAST-CUTTING 
Abrasives, firmly anchored to strong, specially 
woven fabrics. 





These are just a few of the reasons why Jewel 
Brand Abrasive Belts run true, cut cleanly and 
rapidly and give long service. 


Jewel Garnet, Aluminum Oxide, Sili- 
con Carbide and Emery. All grits, all 
sizes. Delivered Quickly. 








Abrasive Products, Inc. So. Braintree, Mass. 
Send us a copy of your catalog. (H.A-3) 
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MR. RETAILER---- 


We earnestly recommend that 
you ascertain which of your Job- 
bers is featuring guaranteed Tools 
of our manufacture; 


—Then have his representative 
explain what the offer is, how it is 
truly planned for helping YOUR 
interests ; 


—How your profit is assured via 
rapid sales of correctly priced Tool 
values; 


—Sold to you necessarily in 
“deals” constituting genuine co- 
operation between you and your 
Jobber; instead of merely estab- 
lishing a difficult-to-sell high mark- 
up, and then letting you hope to 


The PECK, STOW & WILCOX CO. 


Tool Mfrs. For Over a Century 
Established (819 
SOUTHINGTON, CONNECTICUT 








On Land and Sea.. 
. . and in the Air 


... Fitler Rope means absolute 
dependability—greater strength 
and durability—and staunch re- 
sistance to the deteriorating at- 
tacks of the elements. And 
such better quality spells better 
economy, too. 


FITLER 





The EDWIN H. FITLER Co. 
Philadelphia Cordage Works 
Main Office and Warehouse 

PHILADELPHIA, PA. 
Established 1804 


New York City, N. Y. 
55 Vandam St. 


New Orleans, La. 
628 S. Peters St. 
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Chicago, Ill. Houston, Texas 
222 West Kinzie St. 1201 Commerce St. | 


Company. Their denial was up- 
held by the Circuit Court of Ap- 
peals, and because there was no 
cooperation between the Ayer 
Company and its customers its 
suggested resale principle was not 
held contrary to the law. 

Where agreements for the ob- 
servance of suggested resale prices 
are made they result in clear cases 
of price fixing and the courts 
have drawn a sharp line between 
suggesting resale prices and defi- 
nitely fixing prices through agree- 
ments. 

This distinction between sug- 
gesting prices and agreements 
which result in fixing prices was 
clearly stated by the court in- the 
Beech-Nut Case in which it said: 

“Tt seems unnecessary to dwell 
upon the obvious difference be- 
tween the situation presented when 
a manufacturer merely indicates 


his -wishes concerning prices and 
declines further dealings with all 
who fail to observe them, and one 
where he enters into agreements— 
whether express or implied from 
a course of dealing or other cir- 
cumstances — with all customers 
throughout the different states 
which undertake to bind them to 
observe fixed resale prices. In the 
first, the manufacturer but exer- 
cises his independent discretion 
concerning his customers and there 
is no contract or combination 
which imposes any limitation on 
the purchaser. In the second, the 
parties are combined through 
agreements designed to take away 
dealers’ control of their own af- 
fairs, and thereby destroy compe- 
tition and restrain the free and 
natural flow of trade amongst the 
states.” 





Pettees Modernize 


(Continued from page 35) 


The stock cases against the east 
wall in the long gift section have 
been reconstructed above the waist- 
high stock cabinets, to form up- 
right units or sections for the dis- 
play of gifts. Different types of 
gifts are separated, each kind hav- 
ing its own individual unit. Small, 
neat placards at the top announce 
definitely the type of gift in each 
unit. 

The front end of the gift section 
is devoted to pictures which oc- 
cupy several wall units and sever- 
al display tables. Beginning there 
the respective wall units are label- 
ed, for example, “Silhouettes,” or 
“Ivorex Reproductions,” and fur- 
ther along, “Dresden Novelties,” 
“Pickard Gold China,” “Smart 
Book-Ends,” and down near the 
Corner Shop, “The Nip-Nook,” 
“Bronze Figures,” “Genuine Al- 
abaster.” 

The whole arrangement of the 
gift section as of the entire floor is 
such as to make it simple and easy 
for a customer to find what she 
wants and make a seléction. 

The floor is divided into two 
general sections by a row of big 
square columns down the middle, 
as on the first floor. The principal 
space for the length of each sec- 
tion is occupied by a series of dis- 


play tables placed lengthwise 
across the space, parallel to one 
another and at right angles to the 
line of display tables which runs 
parallel to the wall on either side 
of the floor. Down the middle of 


the floor between the columns are.,_ 


other display tables and a wrap- 
ping counter. Three front col- 
umns are surrrounded by glass 
shelves against a background of 
mirrors which encase the columns 
up to a good height. 

Speaking generally, three aisles 
run the length of the floor on 
each side. An aisle separates the 
wall cases and stock shelves from 
the line of display tables in front, 
another aisle separates this line of 
tables from the central series of 
display tables down the middle of 
the section, and a third aisle sepa- 
rates this series of tables from the 
center row of columns and tables 
that divides the floor. 

Speaking more particularly, 
however, each display table is a 
unit in itself and is separated 
from adjacent tables by a short 
aisle or space interval. All dis- 
play tables are provided with two 
lower shelves for stock and some 
are combination cabinet tables. 

The display tables were little 
changed by the remodeling except 
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HARDWARE 
CLOTH 


Made From 


COPPER 
BEARING 
STEEL 


You can sell Superior 
Brand with the assur- 
ance that every roll is 
made from Standard 


size wire 


G. F. WRIGHT STEEL & 
WIRE CO. 


Worcester, Mass. 


roun rey. Net tae 
H—CH NLINK FEN 
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The Crystal Aromatic... 
No. 9010 Coffee Mill 


A new, modern Coffee Mill designed to add a modern touch to 
present-day kitchens. The adjustable cone grinding burr, regulated 
by a small lever, permits grinding to ~ degree of fineness from 
coarse to pulverized. Alir-tight glass hopper. Graduated receiving 

. Attra tively finished in black luster enamel, 
trimmed in silver. Aluminum handle with black knob. Sold by 
leading jobbers. Write for complete details. This new model is 
putting new life in Coffee Mill sales wherever shown. 


ARCADE MFG. CO., FREEPORT, ILL. 
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ALLIGATOR 


TRADE MARK REO. U.S. PAT. OFFICE 


STEEL BELT LACING 


For belts of all kinds and sizes. 
Genuine ALLIGATOR STEEL 
BELT LACING is stocked by 
leading jobbers and listed in 
their catalogs. Not sold by mail 
order companies under its own 
or any other name. Specify 
“Genuine Alligator Steel Belt 

Lacing.’’ Order 

through your jobber. 


FLEXIBLE 
STEEL LACING CO. 
4616 Lexington Street, 


In England at 135 Finsbury Pavement, London, EC 2 





Sell 


Them 
by the set 


Sets of 9, 11, 17 bits are fur- 
nished in compact cases for 
the convenience of the users. 


It isn’t hard. Every mechanic needs the entire set in his work, and it 
resolves itself to a question of selling him once or seventeen times. Bring 
out the value of the case, its use in keeping the bits in order and near at 
band, preventing loss, etc. Try it. 

Forstner Bits are the only bits that are not dependent on a center or a 
level to guide them. They cut from the outer rim. The entire surface is 
at work all the time, no jagged ends; every part of the work is smooth and 
polished. They bore their way through hard, knotty, cross grained wood, 
leaving a smooth hole and clean, polished surface. 


Let us send you catalogues. Order through your jobber or direct. 


The Progressive Manufacturing Co. 
TORRINGTON, CONN., U. S. A. 








ARMSTRONG 


N 


Drop Forged 


Clamps 


Design, finish, features and the 
“Arm-and-Hammer’”’ Mark sell these 
clamps. Wherever quality clamps are 
used ARMSTRONG- Drop Forged 
CLAMPS are known for strength, de- 
pendability and all around quality. 
Drop forged from selected steel in 
improved designs, accurately ma- 
chined and carefully finished, with 
special steel screws. ARMSTRONG 
CLAMPS give lifetime service—will 
not spring, spread or loosen. 





5 Types... 
All Sizes 


Heavy, Medium, 
Light and deep 
throated designs — a 
line that meets 
every need, requires 
no “fill - ins’; a 
name and trade 
mark that bring 
business; and_ the 
quality that holds it. 


Write 


for 
Catalog 











ARMSTRONG BROS. TOOL CO. 
“The Tool Holder People” 

314 N. Francisco Ave., Chicago, U. S. A. 

New York Sales Office: 109 Lafayette Street 











This popular drill set is attractive to the 
eye—reasonable in price—a ready seller. 
Contains ten sizes of jobbers’ drills 1/16” 
to 1/4” in a convenient, chrome-plated 
metal stand. Each hole marked with drill 
size. Ask your. jobber about it. 


TAPS, DIES, TWIST DRILLS, REAMERS, GAGES, 
SCREW PLATES, PIPE TOOLS, 
SCREW EXTRACTORS. 


CORPORATION 


GREENFIELO, MASSACHUSETTS 


New York: 15 Warren St. 
Chicago: 611 W. Washington Bivd. 
Detroit: 228 Congress St., W. 
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for repainting and some rearrange- 
ment. However, high, center dis- 
play platforms which rose from 
the tops of display tables in the 
central series on either side of the 
floor have been lowered so that 
people can’t handily see under 
them, but can see over. This 
change makes the tables appear 
more compact and uniform and 
brings the merchandise on the 
platforms down to a level where 
it more effectively reaches the cus- 
tomer’s eye and attention. 

A Christmas arrangement will 
use a series of the central display 
tables near the regular gift sec- 
tion, to carry gifts in exclusive 
price units. The series will begin 
with a table devoted entirely to 
twenty-five cent items and will run 
up through successive price groups 
to a table carrying nothing but 
gifts priced at four ninety-five. 

The tops of the square central 
columns above the units of mer- 
chandise grouped around them 
are enlivened by neat placards 
suggesting — “Practical Gifts,” 
“Bright and Colorful,” “For Gay 


Occasions,” “For Kitchen Show- 


ers,” “Clever Gadgets,” “Sport 
Glassware,” etc. Many of the 
table display units are also sug- 
gestively labeled as— “For Mi- 
lady’s Boudoir,” “For Radio, Pi- 
ano, Mantel or Whatnot,” “Popu- 
lar Framed Subjects,” and “Fresh 
New Flowers for Autumn Interi- 
ors.” 

All display tables, the floor, and 
the wall cases (outside the Corner 
Shop), are finished in gray. Wall 
cases are trimmed in blue. Im- 
provement in business since the re- 
modeling has been substantial. 

On the third floor there have 
been a few changes im the toy de- 
partment which occupies about 
half of the floor from the elevator 
back. Here a series of broad, step- 
like ledges have been constructed 
pyramid fashion about one of the 
rear columns. These ledges are 
painted white and used. for the dis- 
play of miscellaneous toy items. 
Up front, near the elevator two 
large, white, double-deck display 
racks or platforms have been 
placed. They carry such larger 
items as tricycles and wagon 
coasters and also luggage bags. 





How's the Hardware Business ? 


(Continued from page 43) 


ening, it is said, a possible advance 
in the cut shellac market here. 
Leading manufacturers report no 
immediate prospect of change, but 
buyers are watching the situation 
and are keeping up stocks. Turpen- 
tine advanced two cents per gallon 
on July 12. Linseed oil and other 
painters’ materials have lately re- 
mained unchanged. 
* * * 


An unusually active season 
has been reported on all sorts of 
“fly goods,” due to a combination of 
widespread rainfall and succeeding 
hot weather. Livestock spray, fly 
nets and covers, screen materials, 
and fly swatters have had an un- 
usually large and late demand, and 
many jobbers’ stocks have been 
caught unprepared. 

x & *& 

All equipment for haying, 
weed-cutting, and garden and lawn 
cultivation has been “booming,” due 
likewise to the rainfall and the con- 
sequent rapid growth of grass, weeds 
and all vegetation. 1935 will be the 
best season in a long time for hay 
rope and haying tools, and a clean- 
up demand is reported for scythes, 


snaths, grass hooks, lawn mowers 
and grass catchers. 


* * %* 


Employment totals have va- 
ried little since the first of June, 
most of the decrease occurring at 
centers affected by labor distur- 
bances. An increasingly impressive 
number of families have been going 
off relief and are caring for them- 
selves. The outlook for employment 
in the “durab'e goods” industries is 
becoming more encouraging. The 
continued improvement in building 
operations brought permit values. 
reported by Dun’s, for June to 84.1 
per cent in excess of those for June, 
1934, with a gain of 51.3 per cent for 
the first six months, making the ag- 
gregate the highest since 1931. This 
gain is reflected in the higher sched- 
ules being maintained by manufac- 
turers of paints, hardware, window 
glass, and electrical supplies. 

* & & 


Consumption of electricity, 
for power and light, which has been 
gaining for several weeks, set a new 
all-time high weekly record during 
the week of the 13th, according to 
the latest report of the Edison Elec- 
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SUPER APEX 


has a zine coating almost twice as heavy as some other widely and 
more or less carelessly advertised lines. 


On top of this zinc coating there is ‘baked a coat of high quality 
enamel thus reducing corrosion almost to the vanishing point. 
THE LIFE OF SUPER APEX 
in “Salt Air,” moisture or gaseous laden climates is almost double 
the life of cloth made by the old process. 


STEEL — COPPER — GOLDEN BRONZE — SPECIAL ALLOYS 
ANTIQUE BRONZE — ALUMINUM 


HANOVER WIRE CLOTH Co. 


HANOVER, PENNSYLVANIA 

















JACK CHAIN 
Other Hodell Chains 


WELDED — Proof Coil Chain @ Steel 
Loading Chains @ Trace Chains @ Well 


Chain @ Cow Ties@Log or Binding 


Chains @ Heel and Butt Chains @ Breast 

and Wagon Chains @ WELDLESS— 

Tie Outs @ Coil Chain @ Pump Chain 

@ Porch Swing Chains ® Cow Ties @ Dog 
Chains @ Sash Chain 


THE CHAIN PRODUCTS CO. 


3934 Cooper Ave., Cleveland, Ohio 
Established 1886 





Register, 
Safety, 
Single and 
Double 
Jack, 
Ladder and 
Plumber's 
Chain, 


all sizes 

















YOURS for the asking! 


- Energetic hard- 
ware dealers are 
making welcome 

e y | extra profits sell- 

ing Stewart Iron 
® and Chain Link 
Wire Fences and 

Gates. 





Our catalog will 
be sent you upon 
request. It offers 
almost endless 
possibilities to 
turn friendly 
chats into profit- 
AFENCE FOR EVERY PURPOSE able sales. 


The STEWART IRON WORKS CO., Inc. 
121 Stewart Block . . . Cincinnati, Ohio 
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But whether home owners 
walk or ride you can get them 
to your store by informing 
them how cheaply and easily 
they can finish their own 
floors, with our modern Floor 
Sander which requires no ex- 
perience to operate. A single 
machine will develop in excess 
of $60.00 per month in rental 
income on an investment less 
than many dealers suppose. 


. SPEED CDLITE 


Floor Sander 


May be had on time pay- 
ments as low as $10.45 
per month. Its average 
earnings produce enough 
income to show a hand- 
some profit in excess of 
time - payment require- 


_- ments. 
We furnish you with Window Displays and Mail- 
Sales Helps FREE ing Folders which bring business. Mail the 
coupon, 


Lincoln-Schlueter Floor Mach. Co., 212 W. Grand Ave., Chicago, Ill. 
Please send us full information covering the new SPEED-O- 





LITE SANDER. (] Interested in time payment plan. 
ORR eas Date ny wet aL eB Deen Fyn ee 
EET PERE MD IER PI Treat Ay ty Reelin ee ere Oe 
TN oo god costae ms ansce, we ig mea ae ee ee ee 











TAPS, DIES, TWIST DRILLS, REAMERS, GAGES, 





A REAL 
]|)||, SELLER 


; 





Compact—conveni- 
ent — durable — 

this drill set is what the particular 
workman wants. Opens like a book 
—contains a complete set of job- 
bers’ or wire-gage twist drills in- 
dexed by size, decimal equivalents, 
tap size, etc. Container rust-proof 
—- sturdy — withstands banging 
around. Ask your jobber for details 
and prices on these sets; Nos. 10, 11, 
12, 610, 611, and 612. 


SCREW PLATES, PIPE TOOLS, 
SCREW EXTRACTORS. 


Cid etal D 
CORPORATION 


GREENFIELO, MASSACHUSETTS 


New York: 15 Warren St. 
Chicago: 611 W. Washington Blvd. 
Detroit: 228 Congress St., W. 











AT YOUR SERVICE f 


Tue “Who Makes It” 
Editor will be glad to 
help you in your search 
for the name of the manu- 
facturer of that product 
you are interested in. 


If you do not find it or 
its trade name listed in 
the current Directory 
Number, in all probabil- 
ity it has been incorpo- 
rated in the revised list- 
ings that are being pre- 
pared for the next issue 
of the Directory Number. 
Many such changes are 
being made daily and the 
listings brought up to 
date. 

If your current Direc- 


tory does not give you 
the information you seek, 


write the “Who Makes 
It” Editor. He’s at your 
service! 
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tric Institute. In that week electric 
companies throughout the country 
sold 6.7 per cent more current than 
in the preceding week, and 7.2 per 
cent more than in the corresponding 
week of 1934. Railroad freight traf- 
fic for the week ended July 13 rose 
19.9 per cent, measured by car load- 
ings reported to the Association of 
American Railroads. The tonnage, 
however, was 6.1 per cent below the 
similar week a year ago. 
* * * 

An increase of 13.6 per cent 
in bank clearings was reported for 
the week ended July 17, compared 
with a decline of 8.1 per cent in the 
preceding week, which included the 
July Fourth holiday. Business fail- 
ures for the week ended July 11 
dropped to the lowest level for a full 
week this year. The number re- 
ported to Dun & Bradstreet, Inc., was 
199, compared with 194 in the five- 
day week preceding. A year ago the 
number was 211. 

* * * 


Earliest reports of industrial 
net income for the second quarter, 
as well as the first half, of 1935, 
make the best showing in four years, 
but not yet reaching to the levels of 
1930 and 1931. Reports from 29 
companies included representatives 
of most of the main divisions of busi- 
ness, but not any of the maior steel 
or automobile companies. Total 
profits for the half year of these 29 
major concerns reached $67,842,330, 
or 7.2 per cent over the first half of 
1934, 88.7 per cent over the 1933 
period, and 78.2 per cent over the 
1932 period. The total was 20.7 per 
cent under the 1931 half year and 
44 per cent down from the corre- 
sponding figure of 1930. 

* * * 

Sales of household electric re- 
frigerators in the United States in 
May (the latest month reviewed) 
totaled 222,588 units, against 222,- 
802 in May, 1934, according to re- 
ports to the National Electric Man- 
ufacturers Association by fourteen 
leading producers. For the first five 
months, sales of these refrigerators 
totaled 760,988 units, against 650,447 
in the first five months of 1934. 


* + 


Several important manufac- 
turers of galvanized ware—tubs, 
pails, etc——are scheduling an ad- 
vance of 5 per cent, to be in effect 
August 1, prior to which date orders 
are being accepted from regular 
trade at current prices for shipment 
as late as August 31. It is under- 
stood that some interests are desir- 
ous of placing the advance in effect 
even more promptly. 














CALDWELL 
Sash Balances 


STANDARD OF THE 
HARDWARE INDUSTRY 


46th Year 
Caldwell Mfg. Co. 


40 INDUSTRIAL STREET 
ROCHESTER, N. Y. 











STEEL MORTAR HODS 


No dripping onto 
the user's 





\RON CLA 
Made entirely of 


and handle. 
Edges are heavily 
reinforeed. The 
fork is 

from heavy gauge 
steel. 


26”x12” 
whi” 
td 






Write for prices. 
The Cleveland Wire Spring Ceo. 
E. 38th St. and Hamilton Ave. 
Cleveland, Ohio a a 





STEELGRI 


Belt Lacing 








ALL YOU NEED IS A HAMMER 


A better lacing made to Amer- 
ican standards, that you can 
recommend for all garage, 
farm and shop uses. Breaks 
to width. Put on with hammer 
in few minutes. In boxes or 
“Handy Packages.’’ Profitable. 


Write for Circular, Prices. 


304 N. 
Chicago, U. S. A. 








Stovink - household word 
everywhere - makes red or 
grey stoves black. Reno- 
vates burned out iron. 


Are you getting your share 
of this steady business? 


JOHNSON'S LABORATCRY, inc. ¥ 
Worcester, Mass 





Good 
Management 


® is merely the transmission of 
* the intentions and purposes 
* of the management through 


® the staff to the customers 
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